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The Walworth Master Stillson 
Comes Through on the Job 





RED STEEL Handle 


Hardened and toughened by Walworth’s Pyro- 
chron process, the new Master Stillson is 50% 


NEW PRICE LIS stronger than even the famous old Walworth 


Stillson. You'll know it by the red handle. 
Effective May } 1929 With steel handles in sizes 6 to 48 inches. 


With wood handles in sizes 6 to 14 inches. 


Walworth Company, General Sales Offices: 51 East 42nd St.,. New York 
Plants at Boston, Mass.; Kewanee, IIl.; Greensburg, Pa.; and Attalla, Ala. 
Distributors in Principal Cities of the World 


Walworth Company, Limited, 620 Cathcart St., Montreal, P. Q. 
Walworth International Co., New York, Foreign Representative 
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NO. 720M RED-AND-SILVER CHEST, ARGOSY PATTERN, ILLUSTRATED, 
KNIVES WITH MIRROR FINISH STAINLESS BLADES, $35.26 [RETAIL PRICE] 


We’re rather proud to be of an industry that pioneered in 
the great American advance in packaging. We’re keeping 
up our share of the good work by packing 1847 RoceErs 
Bros. Silverplate in the 1929 manner . . . two new chests 
and trays designed in Paris by one of the greatest stylists 
in that city of style. Exquisite red-and-silver, and silver- 
and-gold chests and trays that make this appealing silver- 
ware more appealing than ever. Packing that packs a 
wallop ...a sales-punch aimed at every prospect’s pocket- 
book. Write for booklet JH to Department E, Interna- 


tional Silver Co., Meriden, Connecticut. 


1847 ROGERS BROS 


SiLcveg aR PLAT E 











NIERNATIONAL SILVER 6) 





( 
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HARDWARE AGE, published weekly by the RON AGE PUBLISHING CO., 239 West 39th Street, New York, N. Y., 8S. A. Entered as second 
class matter May $2, 1913, at the Post Office at New York, under oe Act of March 3, 1879. (Printed in U.' 8. A.) $3. 00 per year. Single copies 
25e each. ol. 123, No. 20. 
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EAGLE FLATTING OIL 


comes in these 3 convenient 


e $ 
S7ZES «0 -_— = 
 L EAGLE. | 
= a 
ONE-QUART CAN ...A convenient size for small jobs. Just about ya 
enough to flat a 124 pound pail of Eagle White Lead—or fora 
small job of glazing, bronzing or enamel undercoating. 
Equipped with Upressit cap. 





ONE-GALLON CAN ... A convenient quantity to take along on the 
average job—one or more cans, to be opened as needed. The 
Upressit cap is important. Opened in an instant, closed 
airtight again by the simple pressure of the 
thumb after you pour off the quantity 

you want. 


& FIVE-GALLON DRUM....Theself-contained spout of this steel drum, 
which lifts out after Upressit cap is opened, eliminates spilling 
and slopping over, and is quickly appreciated by paint- 

ers familiar only with the ordinary package. 


—with these 
important advantages 


1 When used with Eagle White 
Lead, it dries to a beautiful, gloss- 
less flat finish—easily washed. 
For all types of interior —— 
of walls, ceilings or woodwor 
... for plain flat or eggshell 
finishes, tiffany, mottled, etc. 





2 Does not show brush marks. 


3 Mixed with a little spar varnish it 
makes an excellent bronzing 
liquid either with aluminum or 
bronze powder. 


4 When mixed with any high 
sp varnish, that really dries 
at, it makes an excellent glazing 
and blending liquid for tiffany 
effects — because it sets slowly. 





5 Makes a fine undercoating for 
enamel when used with Eagle 
White Lead, Heavy Paste. 


6 Comes in quart and 1-gallon cans 
and 5-gallon drums. All packages 
equipped with easily-opened 
“Upressit” caps. 


THE EAGLE-PICHER LEAD COMPANY 


134 North La Salle Street, . EP 
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e—aOU hear a lot of talk about buying 


power in retailing today. Chains and 





MZ large independents are supposed to 
have it and that’s why they’re supposed to be 
able to buy cheaper and sell closer. 

But is it all a matter of money, of quantity 
purchases? Did you ever stop to think that 
this so called buying power 


might be something else? 


Good Buildings Deserve Good Hardware 


Buying to Sell 


volume of builders’ hardware should a store 
buy in a year? 

What items should a store with a larg 
builders’ hardware department carry? What 
should one with a medium or small department? 

Now these are all questions that have to do 


with hardware buying. Honestly, Corbin doesn’t 





know the answers—and no one 


else does either. The point is 





that Corbin is now collecting 





Very often buying power is | 


just brain-power, ability. In- & 











and assembling dope which wi// 








stead of money and volume be- 
ing the answer, it may be that 
buying power is just the intelli- 
gent buying of the right quan- 
tities of the right goods—goods 


that will sell, and lead to du- 





plications. 

Much has been said about 
hardware merchants doing mere 
selling. They have been criti- 
cized for being purchasing- 
minded instead of sales-minded. 
But you’ve got to buy ably to 
sell profitably. So the Corbin i. 


ad this month has to do with 





buying. (We’ve said a lot about selling ~and 
we'll come back to it again, too. 

What should a store with a builders’ hard- 
ware department carry as stock? How much 
should it buy? | 

In a city with such-and-such competition, 


where building permits total so-much, what 





give answers, at least in part. 
Corbin is building up real infor- 
mation on buying, intelligently 
and scientifically, the needs of 
a variety of kinds of stores sell- 


ing builders’ hardware. 


Why does Corbin do all this? 
ae It’s because Corbin wants its 
customers to buy no more, to 
stock no more Good Hardware- 
Corbin—than they can profit- 
ably sell. Don’t think for a 
minute that Corbin wants this 
for the retailer’s sole benefit. 
No indeed. It’s going to help 
us, too. For if Good Hardware—Corbin—is well 
bought, in the right quantities of the right 
items, both Corbin dealers and the house of 
Corbin are going to profit. 

Well bought Good Hard ware—Corbin—usu- 
ally means Good Hardware profitably sold. 


And that’s good business for you and for us. 


P. & F. CORBIN * Seana 
° . 49 ~=CONNECTICUT 


The American Hardware Corporation, Successor 


Mew York 


Chicago 





Philadelphia 








Se tae 
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There’s No Law Against 


EN a customer, who doesn’t know brushes, asks 

for “just any old brush,” there’s no law against 
selling him a good brush. He wouldn’t want a poor brush 
if he knew he was buying a brushful of trouble. 
Ordinarily your recommendation alone will sell 
Osborn Brushes. Your customers depend upon you 
for results. When you can satisfy customers and 
make bigger profits doing it, by selling Osborn 
Brushes, why waste your time selling low-priced 
“trouble brushes?” 


It’s good business to sell Osborn Brushes. 


TWE OSBORN MANUFACTURING LOMPANY 


5401 HAMILTON AVENUE - CLEVELAND, OHIO 


Branch ces: New York, Detroit, 
Chicago, San Francisco, Los Angeles 


oe 
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MILLERS FALLS 





























‘Twelve ways 








of INCREASING 














Remember that the increase or de- 

crease in profits begins with ordering 
-- with concentration. It pays to con- 
centrate on Millers Falls Tools -- twelve 
quality major lines offering every essen- 
tial price range; tools that are backed 
by vigorous constructive advertising to 
your customers; tools that have a quick 


Braces .. Bilt Erten- 
sions... Hack Saw 
Blades .. Mitre Bozes .. 
Automatic Tools .. 
Levels .. Hand and 
Breast Drills ...... 


Millers Falls 
Company 


NEW YORK: 
28 Warren St. 


TWELVE 





MAJOR 





turnover, that are made by a manu- 
facturer with 60 years’ experience in fine 
tool making. 

Order for profit with the new Millers 
Falls catalog. It shows all the latest 
improvements in the Millers Falls lines 
and gives a complete description of the 
new line of planes. 


Auger Bits and Expan- 
sive Bils .. Hack Saw 
Frames .. Planes .. Nail 
Sels and Punches. 

New Electric Tool- 
shop 


Millers Falls 
Mass. 


CHICAGO: 
9 So. Clinton St. 


TOOL LINES 


your Profits 





2 
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100 feet of 
Sash Chain 


will hang 2 more windows 


All users agree that copper bearing steel ACCO No. 8 Sash 
Chain is more durable, and a more satisfactory window sus- 
pension. A lifetime of trouble-free service in every foot 


of it . . . for ACCO No. 8 Sash Chain 
will not rot, stretch, shrink, fray or tear. 


This modern window suspension can be 
installed at less cost than a medium grade 
of cord. There is no waste when ACCO 
No. 8 Sash Chain is installed. Instead 
of using up 4 to 5 feet per window in 
tying knots, ACCO No. 8 Sash Chain 
fastens to sash and weights with simple 
attachments. ACCO No. 8 Sash Chain 
will hang 2 more windows per 100 feet. 


also a 25% saving in labor 


Carpenters can hang seven windows with 
ACCO No. 8 Sash Chain in the time it 
takes to hang five with cord. The coil 
spring fastener is attached to the end 
link and inserted into the bore of the 
sash, the chain placed over the pulley, 
drops into the frame of its own weight—- 
no “mouse” is required. The chain is 
passed through the eye of the weight and 
securely fastened with a strong hook. 


ACCO No. 8 Sash Chain 
operates perfectly over 
any cord pulley 


ACCO No. 8 Sash Chain is made to operate with me- 
chanical perfection over any cord pulley. It will not 
ride or jump the pulley—nor will ACCO No. 8 Sash 
Chain cut on sharp pulley edges. 


Write us direct if your jobber cannot supply you with 
ACCO No. 8 Sash Chain. Recommend it to your 
contractor trade for new homes and apartments . . . 
and also for cord replacements. 


a 





Cs 7 SHEEEESUGAEITSEESENUITEEDNESE TEED TE: 


AMERICAN CHAIN COMPANY, 


Bridgeport, Connecticut 


World’s Largest Manufacturer of Welded and Weldless 


Chains for all Purposes 
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100 feet of ACCO No. 8 Sash 

















This illustration shows 
how the chain is fastened 
to the weight. 


The coil spring 
fastener is at- 
tached to the end 
link and_ inserted 
into the bore of 
the sash. For two 
hole sash, the coil 
is inserted into the 
upper hole. 


Chain with attachments is packed 
in a strong cloth bag—-handy for 
carpenters to use on the job 





2 aia 


In Cartons 


For house replace- 
ment purpose, 
ACCO No. 8 Sash 
Chain is furnished 

in cartons—enough 

* chain with attach i 
ments for one a 
: double-hung win- 
~~ dow. 

Recommend ACCO No. 8 for replacement. Ten a 
cartons to a display, each carton containing 
sufficient chain with attachments for one double 
hung window. 
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From one end of the country fo the other come repeat 
orders for Lyterlife— more Lyterlife. This remarkable 
new non-liquid lighter fuel is fast breaking sales records. 
Everywhere merchants are selling out. 

And quite naturally. For Lyterlife won’t evaporate or 
explode. It eliminates spilling, leakage, waste. It lasts at 
least six times as long as any liquid fuel. 

These are a few of the reasons why lighter owners are 
filling up with Lyterlife. They like the freedom from the 
bother of corstant refillings. They like the clean white 


Lyterlifecowes packed 
in brilliant, self-sell- 
ing display cartons, 
ready foryourcounter. 
Twelve tubes, each in 
an individual box. 





i. L vterlife — 


makes new sales records 






Lyterlife—the only non- 
iguid lighter fuel—comes 
inthis neat,convententtube. 


flame that burns without smoke or carbon. They like 
the neat, convenient tube it comes in—so handy to use. 

Everywhere they’re buying it! 

Here’s an item that brings steady sales without sales 
effort. Comes in a brilliant self-selling display carton — 
ready for your counter. Have you got it there? Jf not, 
you’re missing certain profits. Call your jobber today. 
Or write Art Metal Works, Inc., Aronson Sq., Newark, 
N. J. In Canada: Dominion Art Metal Works, Ltd., 
64-66 Princess St., Toronto, Ontario. 


A RONSON PRODUCT 


YTERLIFE 


THE NON-LIQUID LIGHTER FUEL 


Lyterlife is protected by patents pending. Our original U.S. Patent No. 1084386 
covers lighters using solid lighter fuel. U. S. and foreign rights covered by 
other patents pending. All infringements will be vigorously prosecuted. 
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HORTON PERFECT 36 
GASOLINE ENGINE 
WASHER 


Copper tub. Inside is nickeled. 
The outside two-tone Duco fin- 
ish. For homes without electricity. 


HORTON PERFECT 36 

ELECTRIC WASHER 
Porcelain enameled tub. Pure 
white inside and out. Frame is 
lusk green. Fittings are nickeled. 
For homes with electricity. 









HORTON 
AUTOMATIC 
IRONER 

With 30-in. complete full 
open-end roll. Electric or gas 
heat. Electrically driven. 


We Call tt The Perfect S30”. 
AND MEAN IT 


BUILT with the precision of the finest manufacture of the-Perfect 36. Dealers are 
engineering practice, factory-proved to impressed with the elimination of service 
the last degree, the new Horton Perfect calls brought about by this achievement 
36 goes into service in the homes of _ in fine manufacturing. 
America with its mechanism sealed. For the striking beauty of its appear- 
This fact alone signifies the sincerity of | ance, as well as for the efficiency of its 
our belief that this new Horton establishes washing action, this newest Horton has 
an entirely new standard of service and de- won instant acclaim. Already it is far out- 
pendability in the washing machine world. _ selling every previous model. 
Everything we have learned in the 58 Can you afford to ignore the sales op- 
years. since Horton built America’s first portunity which the Perfect 36, and its 
washer, has gone into the design and companion, the Horton Ironer, present ? 



















HORTON MANUFACTURING COMPANY 
FORT WAYNE, INDIANA 


ON Baker 
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Do you want the most for 


your money? 


Remington 


OMPARISON will convince you that = Model B 342 
Check Printing 


Remington Cash Registers will give you — Cash Register a 
everything you can get from competing regis- 


ters, plus many special exclusive features. 
Remington maintains leadership by constantly 
developing these new features. 

Take, for instance, the single lock control 
which governs the locking and unlocking of 
all features. A cash register may perform 
many useful functions without this valuable 
safeguard that is exclusive to Remington, but 
it will not be as good a cash register. 

You cannot get the most out of your in- 
vestment in cash registers if you do 
not get the extra protection 
and convenience afforded 
by the Remington Sin- 
gle Lock Control. 



























An Advantage You Can’t 
Afford to Miss 


HE detail strip is placed in the center of Reming- 
ton Model A Cash Register—where it is most easily 
seen. The last ten sales are always visible on the Rem- 
Remington ington Centralized Autographic Detail Strip. This 
Model A 334 compels inspection of each clerk’s registration by the . 
Cash Register others, and gives the merchant complete and instant 
\ supervision over all clerks. It prolongs the visibility 
‘of every indication. 

A cash register will give you protection without 
this Remington feature, but if you need a register of 
the general size and type of the Remington Model A, 
it is unwise to miss this tremendous advantage that 
Remington offers you. 


REMINGTON CASH REGISTER COMPANY, Inc. 
Factory and General Sales Office, Ilion, N. Y. 
Subsidiary of REMINGTON ARMS CO., Inc. 


Manufacturers of Remington Firearms, Ammunition 
and Cutlery * 






In the past eight years Remington has developed 
and produced more new cash register features than 
all other companies combined. The only way to get 
all the Remington features is to buy a Remington. 





Remington, Cash Registers 


© 1929 R. C. R. Co. 
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ABOVE—The hardware shown is most appropriate for 
residences of Colonial type. 
designs for every type of architecture. 


LEFT—AIll builders’ hardware needs—for apartment 
houses, hotels, hospitals, schocls, ete., can be supplied 
by Sargent—all of excellent quality. 


RIGHT—The new Union Lock with demountable knob 
and exchangeable cylinder 
Sargent—ideal equipment for office buildings. 


| 





There are many Sargent 


is made exclusively by 


i a ee i ee ee ee eg 


FURTHER HARDWARE PROFITS 


Sargent Hardware offers many designs 


Sor every type of building operation 


Never before has there been such activity in the 
building field. Everywhere apartment houses, new 
residences, hotels, public structures, and business 
buildings are in process of construction. The healthy 
condition of the country’s business in general and the 
needs for expansion are calling for even greater 
operations in the near future. 

The great variety of builders’ hardware made by 
Sargent permits dealers to supply complete hardware 
equipment for every type of construction. And the 
widely recognized excellence of all Sargent Hardware 


is a means to profits from every one of these many 


types. There are Sargent locks and designs made 
especially for office and public buildings, others for 
hotels, and still others that are suitable for residence 
equipment, whether apartment house or mansion or 
small home. Increasing profits are ahead for that 
dealer who directs his energies at selling the kind of 
Sargent Hardware that is especially appropriate for 
the building to be equipped. “Sargent” on hardware, 
a tool, a lock-set, is recognized generally as a mark of 
quality. Sargent & Company, New Haven, Conn.; 
94 Centre Street, New York; 150 North Wacker Drive 
(at Randolph), Chicago, Illinois. 


SARGENT 


Lock s 


AN D 


HARDWARE 
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The Shipping Board Lines 
listed here, comprising a fleet of 256 ves- 
sels, afford complete shipping facilities be- 
tween Atlantic Coast and Gulf ports and 
ports in every part of the world. 


*AMERICA FRANCE LINE 
42 Broadway, New York City 
N. Atlantic to French Atlantic ports 


*AMERICAN BRAZIL LINE 
17 Battery Place, New York City 
Atlantic ports to ports in Northern Brazil 


*AMERICAN DIAMOND LINES 
39 Broadway, New York City 
North Atlantic Ports to Holland and Belgium 


DIXIE UK LINE 
New Orleans, La. 
New Orleans to United Kingdom 


AMERICAN MERCHANT LINES 
17 Battery Place, New York City 
Passenger and freight services to United Kingdom 


*AMERICAN PIONEER LINE 
11 Broadway, New York City 
North Atlantic ports to Orient, India 
and Australia 
Periodically this line conducts an around-the- 
world service via the Suez Canal 


DIXIE MEDITERRANEAN LINE 
New Orleans, La. 
New Orleans to Mediterranean ports 


GULF BRAZIL RIVER PLATE LINE 
Hibernia Bank Bldg., New Orleans, La. 
Gulf ports to east coast of South America 


MISSISSIPPI VALLEY EUROPEAN LINE 
Hibernia Bank Bldg., New Orleans, La. 
New Orleans to French and Belgian ports 


* YANKEE LINE 
110 State Street, Boston, Mass. 
, North Atlantic ports to German ports 
* 


GULF WEST MEDITERRANEAN LINE 
917 Whitney Building, New Orleans, Ta. 
Gulf and South Atlantic ports to Portuguese, 
Spanish, and North African ports (west of Bizerta) 


MOBILE OCEANIC LINE 
Mobile, Ala. 
Mobile and Eastern Gulf ports to United 
Kingdom and continental European ports 


AMERICAN GULF ORIENT LINE 
917 Whitney Bldg., New Orleans, La. 
Gulf ports to Orient and Dutch E. L. 


AMERICAN REPUBLICS LINE 
83 Broad Street, Boston, Mass. 
N. and S. Atl. ports to Brazil and River Plate 
ports, east coast of S. America 


ORIOLE LINES 
Citizens Natl. Bank Bldg., Baltimore, Md. 
North Atlantic ports to west coast of 
United Kingdom and Irish ports 


SOUTHERN STATES LINE 
925 Whitney Central Building, New Orleans, La. 
New Orleans and Texas ports to German 
and Holland ports 


TEXAS MEDITERRANEAN LINE 
Cotton Exchange Bldg., Galveston, Tex. 
Texas ports to Mediterranean ports 


TEXAS UKAY LINE 
Galveston, Texas 
Texas ports to United Kingdom ports 


TEXAS STAR LINE 
New Orleans, La. 
Texas ports to French and Belgian ports 


UNITED STATES LINES 
45 Broadway, New York City 
Passenger, mail, freight service to 
England, Ireland, France and Germany 


*Accommodations available for a limited 
number of passengers on these lines, 

















Rocer Basson. says: 
“Ship Under the American Flag — 
Our Merchant Marine is Worthy 

of Your Support” 


HE last decade has witnessed 

another amazing example of 
American business genius. It has 
seen the development during recent 
years of a complete new American 
Merchant Marine of over 400 mod- 
ern, well-equipped, well-manned 
freight vessels, sailing on regular 
schedule to all parts of the world. 
These are the ships contained in 
the 20 lines operated for the United 
States Shipping Board and the 17 
lines developed by the Shipping 
Board but now under private 
ownership. 


This new Merchant Marine has 
contributed greatly to our national 
prosperity. It has been of inestim- 
able value in the post-war expan- 
sion of our industries. It has en- 
abled hundreds of manufacturers 


to extend the field of \. -° 


their activities. And, 
today, it offers Amer- 
ican business an un- 
precedented oppor- 


~ all * 





tunity to develop foreign markets 
and sources of raw materials, 


An especially helpful item of ser- 
vice rendered by dhippin Board 
Lines is the counsel of he expe- 
rienced operators of the Merchant 
Fleet Corporation. These experts 
will be glad to give you advice that 
will prove of value in opening up 
new trade channels, as well as in 
developing your present markets. 


In addition to freight services, 
the Shipping Board Fleet contains 
the fast passenger vessels of the 
United States Lines. Led by the 
S. S. “Leviathan,” world’s largest 
ship, these vessels offer exceptional 
accommodationsto European ports. 
The American Merchant Line’s 
vessels, sailing weekly from New 
York, offer comfortable passage to 
London at rates that are remark- 

ably reasonable. 


Write for complete 
information on either 
freight or passenger 
services. 


er 
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UNITED STATES SHIPPING BOARD 
MERCHANT FLEET CORPORATION 


WASHINGTON, D. C. 
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In Demand 


This is the age of the specialist. The 
specialist does one thing. If he does it 
better than others, he’s in demand. 















as chats 
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The Cyclops Nail Puller is in demand 
because it excels in pulling nails. 
The handle or pressure foot 
guides the jaws directly to the 
nail and saves the operator’s 
hand from injury while 
affording unobstructed 
view of nail. 









The Cyclops will not 
turn in the hand. No 
springs to break. Power- 
ful delivery of ram blows. 
Will not roll off. an inclined 
surface. 


The Cyclops will pull more 
nails to the minute than any 
other nail puller. Good reason 
for the demand. 


Your Jobber will supply you. 
| If not—write to us and we will 
refer you to the nearest Jobber 

who will. . 


Send for Catalog 9. 








Length 18 
inches. 


Weight 414 


Bol 
Packed on HARDWARE COMPANY 





a case. 


Established REG. U. 8. PAT. OFF. Incorporated 
1854 


TORRINGTON, CONN., U. S. A. 
New York Office: 151 Chambers Street 
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Left, right .... left, right .... 
. . . J hep! - . . 


Here they come — four of them — 
fresh reinforcements to the con- 
quering Crescent line: No. 950, 
a general utility, slip joint plier 
with side cutter, price $1.25; No. 
125, a Batteryman’s plier, price 


$1.00: No. LS26, a thin nosed, 
slip joint plier with side cutter, 
price $.75; No.T47, a seven inch 
model of the already famous 
Crescent Circular cutting Snip, 
price $1.00. 


They’re at your jobber’s now — 
awaiting orders. 


CRESCENT TOOL CO, 


Jamestown, N. Y. 


CRESCENT itsuway TOOLS 


wee 
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WICKWIRE 
BROTHERS 


Bronze Screen 


Wire Cloth 


Bare peat 


eR ypor ib ha a a r exes 
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Pleasing the Owners of Thousands of Homes 


When home owners get five, ten, fifteen and sometimes 
twenty years’ service from a screen wire cloth it must be of 


unusual quality. 


WICKWIRE BROTHERS Bronze Screen Wire Cloth is. 
Customers have written us that this brand has lasted 24 





; 

4 

a 
i 


years. 
d What a tribute to the materials and workmanship—90% 
3 All brands of Wickwire Copper and 10% Zinc, uniformly Full Gauge Wire, every 
4 nage Screen Cloth will operation from raw material to finished product being done 
4 agape this season in under our personal supervision. 
a rolls of one piece each, 
3 also all brands will be fur- . ; ; ; 
4 nished, in addition to 100 This sturdy screen wire cloth never rusts—the Zinc provides 
8 lin. ft. rolls, in 50 ft. and the required tensile strength, as well as the ability to resist 
2 25 —— rolls, without corrosion. That’s why it withstands salt air, acids and gases. 
# extra charge. 


Made in 14”, 16” and 18” mesh, in even width from 18” to 
48”, double selvage. 100 lineal ft. to the roll. Sell the 


brand that pleases customers and increases sales. 


Your jobber will supply you. 


Our Other Brands Screen 
Clot 
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CG) For Outdoor Life 


Spring Summer Autumn 


Light weight handled axes are indispensable 
for CAMPERS and MOTOR TOURISTS. 


The Kelly line of small axes is complete. 
The low priced ones, as well as the more expensively 












wie ae eS * finished, are all FORGED from high grade steel. 
Zz My li 
P0O"—WM 3 
“4 aw 
“Flint Edge” Kamp Axe 
A Practical Serviceable, High Grade Tool Rustless, luster black finish. Heavy Head for Driving 
IT IS THE Sharp Bevel Nail-Slot 
BEST LOOKING, A Handy Tool 


AND IS THE 
BEST SMALL 
AXE MADE 


For General Use 
Furnished with or Without 
















: : Ss 
14% Ib. Axe, 14-inch Hickory Handle heath 
“Perfect” Boys Axe 
Full polished, with blue bevels 
No. O—1% Ib. Axe. 24 inch high grade hickory handle 
No. 2—2'%, Ib. Axe. 28 inch high grade hickory handle 
No. 3—2% lb. Axe. 28 inch high grade hickory handle 
“Trooper” Hunters and Household Axe “Falls City’? House or Camp Axe 


Black forge finish Painted red with blue bevels and polished blade. 
Fawn foot hickory handle, stained walnut. - 






14 inch hickory 
andle 


1%, Ib. Axe. 2% Ib. Axe. 19 inch hickory handle 


2% lb. Axe. 19 inch hickorv handle 






“Union Tool Co.” 
Ebony finish. Hickory handle, stained walnut. 
Low Priced, Made for Service, with practical, inexpensive finish. 


Hunters’ Axe 


Boys’ Axe 












14 inch handle 








No. 0. 1% Ib. Axe. 24 inch handle 1% Ib. Axe. 


No. 2. 2% Ib. Axe. 28 inch handle 


Order through your Jobber 


KELLY AXE & TOOL CO., Charleston, W. Va. 
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£7 FAS SEFOILNG SPRAY RIGS 


for Progressive Merchants and 


Diodvianinating Customers 


Spraying time is here—they are at it everywhere. In large and small orchards, in 
vineyards and home lots, trees, vines, shrubbery and plants are being sprayed. Later 
on will come field crops, truck patches, gardens and flowers. Once, twice, three times 
or more, according to individual standards and thoroughness. 


Spraying activities already in full swing or just getting under way will continue 
throughout the entire summer season and terminate only with crop harvest. This is 
the time to sell Myers Hand and Power Spray Pumps, Nozzles, and Spraying Acces- 
sories—the nationally advertised line used and recommended for use wherever trees, 
plants or other growing things require spraying protection. 


Now is the time to order additional Myers Spray Pumps and Spraying Accessories to carry you through 
the season—we are ready to quote and are prepared to give your orders prompt attention. Write or wire. 


——_—_—_—_—_ 
——eanancenmeenonntif 


Sere 





THE FE. MYERS | & BRO.¢9. 


ASHLAND, OHIO. 


PUMPS - WATER SYSTEMS - HAY TOOLS - DOOR HANGERS 
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Oil Cans 
Side Tube 


Funnels 


Tractor Filling 
Cans 


-then your trade will Baggs. AA AN 
need these articles | 





PRINGTIME BRINGS new sales 

opportunities. One of these is 
Tractor and Automobile items that 
every farm needs. Sales quickly run into volume and your 
profits mount accordingly. In addition to the items shown 
here Nesco includes such quick sellers as poultry fountains; 
feeders; dairy, water, stock pails and many other items 
that are in brisk demand . . . The Nesco label is a pledge of 
quality. When placing an order with your jobber tell him you 
want the items bearing this famous label. They cost no more. 


NATIONAL ENAMELING © STAMPING CO., INC. 
13 TWELFTH STREET MILWAUKEE, WISCONSIN 


ind Branches: Milwaukee. New York, Baltimore, Granite City, IIl., Chicago 
New Orleans, Laurel Hill, L. I Philadelphia 


Emergency 
Filling Cans 


j 
visit our show roonris uit 10, 


1g r 
1 346-358 W Kinzse 


Center Tube 


Funnels 
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ft Will Drill 


Right Up Agair'st 
the Side ofa Wall or Crticle 


No drill made, can drill as close but this is only one of the many exclusive advantages of this portable elec- 
tric drill. 

It is extremely strong—it will run up to full capacity for a great length of time without heating up—its 
chuck is quick acting—very seldom requiring a key for opening. 

Its bearings are long lived. Oiling is required only at exceptionally long intervals. 

Let us tell you all about this well balanced, vibrationless portable tool. 

Send for our ‘‘Electric Drill Bulletin.”’ 


The Product of the Sootimiths 


See More of 43 _ 
Z500 Good To 


























oe. ae oe ry 
* < i 4 v 4 
\ ) “= 5 Sl OT ~ 
a >. f] ~ 
ri 
i 





“Can ou Use any , 
ot These Tools? 






a They are the best that science and Wn, 
4: man can build — tools that will last . 
aa 2 a lifetime — tools that you will be ‘?e, 
a eS eTROLTCe Mm COMIPTIVe MRC Cohuai ME Comm Zelll ame itl aN Ca, 
dren. Send for our Tool Handbook. SA | : 
: . . aon a ? = f~ 
a" . GOODELL-PRATT COMPANY Za py) 
% GREENFIELD, MASS. 2 Z os { 
TT 
Prodi @ ¢& the Lootsmu 1 
ds 
RR os af w/ 






8 rh ad }) 
: 


mt a 














HARDWARE AGE for May 16, 1929 


TESTER 


TRADE MARK 
































@ SS 


bbTusino”’ 


FISHING rods don’t look 

like guns but. in one 
sense. they are twins. 
When a sportsman isn’t 
shooting, for example, 
there is every likelihood 
that you will find him fish- 
ing and the fisherman 
who knows wants angling 
equipment which he can 
regard and cherish with 
as much affection as the 
finest of his guns. What 
more logical. therefore. 
than that the makers of 
world standard guns and 
ammunition should set 
out to make world stan- 
dard fishing tackle? As 
shown by our replies from 
dealers thereisgreatneed 
for fine equipment of this 
kind. Winchester Fishing 
Tackle. in fact. stands 
second onlytoWinchester 
Guns and Ammunition in 
the interest of dealers 
who have written in for 
further information on all 


Winchester Lines. 


0®@ 


Week of 
May 12th to 18th ie 


a 





Fine Fishing Tackle 


made by the makers of 


FINE GUNS 


UR special methods of heat treating steel 
is one of the factors which account 


for the exceptional quality of Winchester 
Guns. And strangely enough it was found 
possible to use somewhat similar heat treat- 


ing methods in treating the cane used for 
Winchester Bamboo Fishing Rods. This 
exclusive method of treating the cane affords 
new qualities of strength and of fine action 
in the finished rod. 


Winchester, of course, also makes fine qual- 
ity steel rods, not to mention our precision- 
built reels and tempting baits. And Fishing 
Tackle, in turn, is but one of the items in 
the complete range of Winchester old and 
new line Products. Guns and Ammunition, 
Fishing Tackle, Flashlights and Batteries, 
Ice and Roller Skates, Cutlery, Tools and 
Cleaning and Lubricating Preparations are 
all of Winchester quality and all will be 
advertised in the extensive campaign we are 
releasing to the public on June 15th. 


WINCHESTER REPEATING ARMS CO. 


New Haven, Conn., U. S. A. 


New York Office and Showroom 
312 Broadway 
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SILVER 
STEEL 


Thousands of Hardware Mer- 
chants are making money on 
ATKINS Silver Steel Hack 
Saw Blades. 


Hardware 


Store 


If you want something new to in- 
crease your profits write for details, 
addressing Dept. “D,” E. C. Atkins 
& Company, Indianapolis. 


E. C. ATKINS & COMPANY 


Established 1857 The Silver Steel Saw People 


Machine Knife Factory: Home Office and Factory: Canadian Factory: 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 


BRANCH HOUSES 
Atlanta Memphis New Orleans Portland Seattle 
Chicago Minneapolis New York San Francisco Vancouver, B. C. 
Paris, France 
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THE SATURDAY EVENING POST 


MORE MILES with MANSFIELDS- 











hve WORLD must know Mansfield — Here is another big 
Your jabber ott Mansfield advertisement in the Saturday Evening Post 

ladly show you —carrying to millions the message of better, stronger, } 
aener- oe Ad tougher tires. Farm papers, too, will tell the same story. 


tire d t t. ° ° 
ee It means increased business for every Mansfield dealer. 


THE MANSFIELD TIRE & RUBBER COMPANY + Mansfield, Ohio 
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ALL PEOPLE ARE CONSUMERS. 
BUT WOMEN ARE THE BUYERS 


By LLEW S. SOULE 


worrs is the keynote of the present merchan- 
dising situation. The permanent success of 
practically any merchant now depends largely upon 
his ability to win and hold women’s trade. 

From the consumer standpoint, women are the 
buyers. It is probable that about 85 per cent of 
the retail purchases are controlled, directly or in- 
directly, by women. In other words, while men may 
be the greater earners of money, the spending of 
the family income is done very largely by the women. 

Such was not always the case. Some of you can 
remember when Dad bought the family shoes, and 
all of the family hardware. Not so today. Ask the 
shoe salesman, and he will tell you that today the 
man buys only his own shoes. Mother superintends 
the shoe buying for the rest of the family. Ask the 
salesman behind the counter of a modern hardware 
store. He will tell vou that at least 50 per cent 
of his sales are made directly to women, while an- 
other 30 per cent can be traced to her influence. 
Meanwhile the stores which have achieved the 
greatest growth are those which have catered to 
women’s trade. 


We are all willing to concede that the one person 
who makes retail merchandising possible, is the con- 
sumer. We concede that any general study of mer- 
chandising problems should begin with the con- 
sumer. But we find that the term consumer is 
applied to all people who buy and use merchandise. 
It includes men, women and children. Also we find 
that while all three classes are consumers, women 
actually buy about four-fifths of all the merchandise 
consumed. 


It is possible therefore that the independent hard- 
ware merchant has made a mistake in paying too 
much attention to consumers as a whole, and not 
enough attention to the woman consumer who buys, 
not only for herself, but for the family. In other 


words, perhaps we have failed to differentiate be- 
tween those who merely consume goods, and those 
who buy them. After all the individual retailer’s 
success depends upon how much merchandise he sells, 
and not upon how much is consumed in his territory. 
If woman is the buyer, his aim should be to please 
women to induce them to spend the money with him 
rather than with his competitors. 

It means changing his methods, his store ar- 
rangement, and his viewpoint. Women love neat- 
ness, beauty, color, variety, style, light. They simply 
will not trade in dark, gloomy, dirty, or poorly 
arranged stores. The first step toward winning the 
women’s trade therefore is a properly arranged, 
clean, light store. 

Contrary to the belief of many, women are not 
unduly influenced by price. To be sure they love 
a bargain, and they want the best value they can 
get for their money, but they are more easily in- 
fluenced by an appeal to pride or sentiment than 
to price. Also they are more interested in what 
an article will do for them, than they are in its 
mechanical make-up. . 

No one is more susceptible to real value than the 
woman buyer. When she knows values she in- 
variably buys the best she feels that she can afford. 
When she docsn’t know values, she may be induced 
to buy on appearance and price. 

The big object of the independent hardware mer- 
chant therefore should be to educate his women 
customers on quality and value; to attract them by 
neatness, courtesy, variety, and a certain number 
of bargains; to gain their confidence by showing 
an interest in their buying problems. 

He has catered to men so long, that this may 
seem difficult, but it is that very catering to men 
which has cut down his sales volume. It is catering 
to women that will bring back that volume. 

The man’s store is on the way out. 
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Fig. 1—Shows a pattern of 
four mountings 


Fig. 2—A single cast iron 
mounting detached 


You know cast iron is 
brittle, but will your audi- 
tors believe you when you 
tell them that for the bet- 
ter part of a week this 
h-shaped plastering trowel 
mounting, perhaps one- 
quarter inch thick and 
weighing twelve ounces, is 
held in a furnace requiring 
uninterrupted attention to 
keep it at correct red heat? 


You may think of this 
process as approximately the 
opposite of “hardening” de- 
scribed in the preceding ar- 

ticle of this series. 





It will be remembered that 
it is the particle of carbon 
in our material which “dis- 
ciplines” the soft, tough iron 
particles to assume their 
hard, brittle formation. 
Days of red heat and final 
slow cooling of our plaster- 
ing trowel mounting first 
release the iron particles 
from the carbon and then 
prevent them from renew- 

ing intimate association. 





As our mounting is now 
tough enough to endure 
hammering, it is called 

“Malleable Iron” 


Fig. 3—Shows three of the opera- 
tions by which this casting is pre- 
pared to support the handle of a 
plasterer’s trowel. To hold the 
nut which later will secure the 
wooden handle, the tang is 
threaded with the die shown to 
the right of it. To fit accurately 
upon the flat rectangular blade, 
the bottom of the mounting is 
machined with the toothed milling 
cutter seen next on the right of 


it. (See Fig. 4.) 


To the left of the cutter in Fig. 3 
are shown drills used for rivet 
holes in mounting, two of the 
ten hardened bushings used to 
guide drills into the mounting, 
holder for mounting being 
drilled, fitted with ten bushings to 
space drills accurately in “jig” and 
lastly the drilled mounting. 


Fig. 4—Mounting, bottom up, in 
holder of milling machine. 
The hard teeth of the saw-like 
milling cutter bite away the rough 
surface left by the sand mold and 
leave a true surface to fit blade. 


Fig. 5—Mounting with convex 
surfaces being polished on abrasive 
belt. 








The Making of a Plasterer’s 


ERE is a seemingly incredible 
story from one of the most 
progressive stores in Texas. 
You know that is equivalent to say- 
ing “one of the livest spots on earth.” 

A bricklayer told a salesman that 
a catalog house was quoting sixty- 
five cents for a rule similar to one 
priced in the store at eighty. 

The salesman replied: “Then get 
it there.” 

Now, I did not receive the impres- 
sion that this salesman was an ex- 
ception to the HARDWARE AGE head- 
line, “The Hardware Clerks of 
America Are Thinking.” Unfortu- 
nately, the undiplomatic retort of his 
customer invited the salesman’s feel- 
ings to ride his thinking and the very 
sensitiveness with which he resented 
the challenge of the ability of his 
store to hold its own with the catalog 
house indicated to me that he was 
not an indifferent employee but one 
with fine possibilities. His emotion 
was the traitor which turned victory 
into defeat. 

How do I know that a successful 
sale was within his grasp? Why, the 
sequel to this tale, stranger than fic- 
tion, was as happy as the ending of a 
Temple Bailey best seller. The brick- 
layer got that rule from the store 
but he sent his wife because he did 
not want to see that clerk again. 

I saw a similar incident over the 
counter of a large, well established 
hardware store in a fashionable re- 
tail section through which this manu- 
script will pass on its way from 
Sharon Hill to HARDWARE AGE; and 
this not in sunny Texas. One sees 
this magazine on the desks every- 
where in that State. Let us hope 
that just such articles as this will 
meet the eye of that high-strung 
salesman. Surely he will become so 
full of the lore of tools that when 
a similar attack gets under his skin 
he will take the rule he has to offer 
and show how accurate is the process 
by which it is graduated, how care- 
fully the joints are made to forestall 
wear and lost motion; how the 
thickness of aluminum used is just 
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Trowel .. 


By GEORGE K. GOODWIN 
Wm. Rose & Bros., Sharon Hill, Pa. 





9 Fig. 9. After being tem- 
pered, plastering trowel 
blades are straightened 








After its edges 


cold, on the flat face of 
the anvil, with the handle shown 
in this illustration. Near the 
middle of the hammer, note the 
neck worn during 20 years by 
the hand of the same individual. 


heavy enough to stand pun- 
ishment without burdening 
the pocket; and finally he 
will point to the trademark and defy the catalog to 
match it. Perhaps he will open some preserved copy of 
HarpWwareE AGE and show pictures of the making of 
the tool in question if the customer, as often happens. 
has the leisure to be really interested. I admit a salesman 
cannot give a technical talk to every customer. He must, 
like a good actor, be ready when he gets his cue. It is 
hoped that the following columns will furnish ammum- 
tion which will help win the battle for your plaster- 


have been ground 
(Fig. 8) the blade 
is tempered as de- 
scribed in the Jan. 
17 issue of Hard- 
ware Age. 
Fig. 10—Grinding 
blades held down 
by an electromag- 
netic chuck rest- 
ing on the platen 
of a planer type 
grinder. 
Fig. 11—Detailed 
view of spindle of 
riveting machine 
showing rollers, 
two loose rollers, 
ten rivets, plaster- 
ing trowel after 
riveting and 
after regrinding. 






























ing trowel business, 


Fig. 6—Press for punching 

plastering trowel blades. 
The burrs and wire edges 

around the punched holes 

and at the edges are ground 

off on same abrasive wheels 

used for grinding the edges 

of mountings. 


Fig. 7—Blade with ten holes 
countersunk and tool used 
for countersinking. 

Any fins around the holes 
or outer edges are ground 
smooth. 


Fig. 12—Riveting blade to 
mounting. The vertical 
spindle rotates, turning, to 
form a head on the rivet, 
two rollers which revolve 
independently like the rear 
wheels of a roller skate 
when the wearer rests them 
on the ground and rotates 
his foot with toe raised. 


Fig. 8—Abrasive wheels 

for grinding edges of blades 

mountings. The circumfer- 

ence travels possibly a mile 
per minute. 





Fig. 13 — Grinding 
the f ace smooth 
after riveting. 


Fig. 14—After the 
blades are ground, 
the up pier, or 
mounting side, is 

polished. 


sive powder 
has been 
glued, is used 
on the work- 
ing face later. 
The _ illustra- 
tion shows 
this final pol- 
ishing. 
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“THE MIDDLEMAN” 


By SAUNDERS NORVELL 


HE other day, I received a letter from the 

Authors League of the United States, asking me 

to join their League. Unfortunately, they in- 
closed a questionnaire, and in this questionnaire I was 
supposed to write out a list of all the books I have writ- 
ten, also a list of the magazines that are privileged from 
time to time to publish my articles. 

I was very much honored at the suggestion of be- 
coming a member of the Authors League, but I con- 
sidered their questionnaire as being impertinent! I 
therefore returned the questionnaire and replied that I 
had indulged in a few stray bits of literature, not enough 
worth mentioning, but that I was engaged in the mental 
preliminaries of writing the great American novel, and 
that when this novel took form, in fact if it were ever 
accepted, then I would apply for membership in the 
Authors League. To this facetious communication I 
have received no reply. Either the Secretary of the 
League was miffed, or they do not use an efficient 
follow-up system. 


From time to time, however, I have been honored 
with visits from real authors, people who write for the 
leading magazines, and who even have books published. 
These writers come to me, and they often say that a 
professional writer's life is so laborious and, in a sense, 
so lonesome, that they do not have an opportunity to 
come very much in contact with active life. 

Very few people realize what hard work authors do. 
First, they have to think a lot about what they intend 
to write, then they have to retire to some quiet place 
and do the actual drudgery of writing. To most writers, 
writing is a hard task, and if you find it tiresome to 
write a three or four page letter, just stop and think 
what it means to write a book! No wonder authors are 
more or less retired from the world! No wonder occa- 
sionally they go out into the world and call on some 
common everyday individual just to keep in touch with 
what the actual world is doing! 

The thing that strikes me about the peculiar genius 
of authorship is how you can give one of these writers 
an idea in just a few words, and then when their article 
appears how they have embellished it with the gems of 
their imagination. 

A few weeks ago, a woman writer dropped in to 
see me to talk over certain things in connection with 
the hardware business. She came to me for informa- 
tion. She needed facts, so she would be sure of her 
ground in an article she was to write. 

During our talk, as I felt just a little tired, having 
been driven rather hard that day, I remarked, “With 
all these modern labor saving inventions, how little has 
man been benefited? Here we are with inventions of 
all kinds that increase our power and speed of doing 
things, and still we men are working just as hard and 
even harder than ever. For instance,” I continued, “on 


I can talk with ease and celerity 
with any part of the United States. I could even talk 
with a number of foreign nations. Then the conve- 
nience of being able to dictate letters, instead of writing 
them by hand. But it seems to me,” I added, “all these 
inventions and improvements should give a man more 
time in which to do nothing—just ‘to set and think and 
at other times just to set.’” 


my desk are telephones. 


Ten. in a rather resentful mood I added to this 
woman writer, “The women of this country have been 
a whole lot smarter than the men. Modern improve- 
ments and labor saving devices have emancipated the 
women, and the women have grasped their emancipation. 
Women today, in this country, have become the leisure 
class, and as a result of this leisure, they are rapidly 
becoming the cultivated class. If you do not agree with 
me, go to any of our art galleries, museums, exhibitions 
or collections, and you will find four women to one man. 
If there is an afternoon concert or symphony, the audi- 
ence is composed almost entirely of women. Go to all 
the places in the cities where women have tea in the 
afternoon. These places are crowded. The women are 
taking the time to cultivate the amenities of life, while 
the poor men, instead of having an easier time, are 
simply working harder and harder.” 

This woman writer glanced at me quickly and re- 
marked in her crisp, incisive way, “That’s an idea.” A 
few weeks later I received a magazine with a most in- 
teresting article written by this woman, along the above 
lines. In other words, that while woman has achieved 
her freedom, man is still bound in chains. 

On another occasion, I was playing golf with Bob 
Davis, another writer. As we trudged along over the 
greens, I happened to tell him the story of an English- 
man, who lived in Paris, and had a beautiful residence 
in the suburbs. He was informed confidentially by a 
French General that the Germans would be in Paris 
the next day. 


H: went to his beautiful home to say goodbye to his 
wonderful collection of paintings and other works of 
art. His family had already gone to England. The 
question with this man was what to take away with him. 


His automobile had been taken. There were no taxicabs. 
He would have to leave for the railroad station on foot. 
He could carry nothing but a hand bag. Imagine this 
man, going through the magnificent rooms of his 
chateau, realizing that possibly the next day all of his 
priceless art treasures would be in a smoking ruin! 

He went to the bureau in his bedroom and took a 
photograph of his wife out of a silver frame. He 
placed the photograph in his grip with a small amount 
of necessary linen, and then closed his front door and 
left his home. That was all that he took. 

Now, of course, the Germans did not reach Paris, and 
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his home was not destroyed, but this was a very pretty 
story told me by this Englishman himself. 

30b Davis played golf and made very few comments 
on the story. A few weeks afterwards, however, he 
sent me an article written in one of the papers in which 
he told this story in the most beautiful manner. He 
puts things into the story that I never thought of, just 
the touch of a master writer here and there. He told, 
for instance, of this Englishman standing in the drawing 
room of his lovely home, taking a small box of wax 
matches out of his pocket, striking a match on the box, 
and then holding it up in the air, as he slowly turned 
around and looked at the collection of art objects, to 
which he had devoted the larger part of his life. Can’t 
you see the picture? This is just the dramatic part of 
writing. 


I DID not tell Bob Davis anything about wax matches, 
but no doubt as wax matches are commonly used in 
France, and as all the lights were turned off in this 
house, this is exactly what this Englishman did when 
he looked around the room. These little things in writ- 
ing, to me, are just the touches of genius which make 
great authors. 

Joseph Hergesheimer lives in a house he built for 
himself in the suburbs of Philadelphia. This house was 
a very expensive one to build, for the reason that Joe 
decided not to have any nails in its construction. It is 
all put together with dowel-pins. 

Have you read any of Joe’s books? In some of them 
he reaches unusual imaginative heights. I remember 
at the end of one of his books where the hero, who 
has grown to be a very old man, stands beside his old 
house, and glancing upward at the setting sun sees a 
triangle of wild ducks flying southward. This is the 
end of the story. I have forgotten the name of the 
book or what it was all about, but I will never forget 
this old man, standing in the sunset, watching the ducks 
on their long journey to the south. Do you get the 
thrill of it? If you don’t, I cannot explain. Soon he 
would start his long flight into the unknown. 

Joe Hergesheimer, when he writes a book, goes to 
a great deal of labor to get all the facts for his back- 
ground. For instance, in one of his books, he writes 
about an old steel forge, one of the kind that was used 
in this country before the revolution. His description 
of this old forge reads very smoothly, but stop and think 
of the labor it took on his part to learn all about old 
steel forges. 


I: seems to me I have heard the story that Herges- 
heimer, when he had occasion to write a story about a 
steel mill, went to work and spent several months as a 
laborer in a mill. I am not quite sure whether this is 
true or not, but if it is true, I would not be surprised. 
When you meet Hergesheimer, if you happen to say 
anything that interests him, he will immediately ply 
you with searching questions. He squeezes you dry 
as a lemon. Authors, in a sense, are like vampires. 
They live on other people. Of course, this is natural, 
and as it should be, because where else is an author to 
get his material except from the people with whom he 
comes in contact? 





One day my telephone rang. A man asked if he could 
have a few moments’ interview. This man happened 
to be Jesse Rainsford Sprague. He called and asked 
me a lot of questions about the hardware business, about 
the jobbing of hardware and the retailer. He asked 
whether I thought the jobber gave useful service in the 
scheme of distribution. Could not the jobber be elimi- 
nated? Why were the services of a jobber valuable? 
He asked me about mail order houses and chain stores, 
and where they fitted into the scheme of things. In 
answer to all of these questions, I gave Mr. Sprague 
my opinions,” based upon my experience. He thanked 
me and took his departure. 

Time passed. After a while, I began to receive letters 
about a series of articles appearing in The Saturday 
Evening Post, called “The Middleman.” These articles 
were about a hardware jobbing house. Many of my 
correspondents told me to be sure and read them, but 
somehow it was a long time before I happened to glance 
over one of the articles. 

Now, I must confess that I had forgotten all about 
Mr. Sprague’s call and had even forgotten his name. 
When I saw his name on the article in The Saturday 
Evening Post it didn’t mean anything to me. I read 
this particular article and found it interesting, but I did 
not read any of the other articles, and, of course, just 
one article out of a series does not get one very far. 


Ti ME continued to pass, and the other day I received 
a book from the publishers William Morrow & Com- 
pany, 386 Fourth Avenue, New York City. I opened 
the package, glanced through the book, and saw it was 
“The Middleman.” Of course, I immediately connected 
the book with the series of articles in The Saturday 
Evening Post. I wrapped up the book and carried it 
out to Larchmont, to be read some midnight. The pack- 
age remained on my library table unopened. 

One day, as I was dictating, I happened to wonder 
who sent me “The Middleman,” so I wrote to the pub- 
lishers. In reply I received a letter from Mr. J. R. 
Sprague, reading as follows: 


“William Morrow & Company have sent me your 
letter of inquiry about the book, ‘The Middleman.’ 

“I must apologize. I intended writing you when 
I sent you the book, but im the press of other 
matters did not do so. Thank you for offering to 
review it in HARDWARE AGE. But that was not my 
aim in sending it to you. I wanted you to have 
one of the books both because you let me come 
down to talk with you and at the time I was at 
work on “The Middleman,” and because I learned 
a lot about the wholesale business from your “Forty 
Years of Hardware.” 


So this explained the mystery. I remembered meet- 
ing Mr. Sprague when he called and talking over the 
hardware business with him. I also remembered the 
article in The Saturday Evening Post. So I wrote Mr. 
Sprague, thanking him for sending me the book. That 
night I opened the package on my library table, and 
then imagine my surprise when I found on the flyleaf 
of the book a long and very friendly inscription from 
(Continued on page 58) 
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Whether Ads Run One or Five Days a Week 


KEEP THEM RUN 














The Brown-Dunkin Co. 


The Dominant Retail Institution in Tulsa 





Main at Fourth 


Fur Storage at Moderate Rates 


Dial 2-7101 





April Housewares Sale 


42-pc. Dinner Sets 
$10 


Americal porcelain din- 
nerware in the new Para- 
mount shape; ivory or 
white with border deco- 
ration in striking colors; 


Reduced 
in price 


reduced in price for this 
sale to $10.95, 





Hoes, rakes, spading aorta, of good quality steel, hard- 
special at 


Serap Buse wood handles, 


om mesi 


Bargains in Gifts 


$i 


coe er a eee, een, en, 5-pound cans, 


39 Ve Qrstatle 


Flower pots, scree: pasvenscveneond half price 
Ball-bearing lawn mowers, He wheelbase, bal!-bear- 
ing, 4 steel blades, underpriced ai $10 
ew Urn sets, were $25 to $49.50 


“YY Light weight, adjustable ironing boards 
Flour and bread — with equere or roll tops; cake 
boxes, and pantry $1 


prc dys rigid kitchen chairs with shaped backs, green, 


white, yellow 


Wear-Ever ——_ waterless cookers, two large pans 
and ing rack, 12-quart $5.95 





Dollar Day---Fifth Floor 


Outstanding Values in a One-Day Event, Thursday 


Shades, two for 


36-inch width window 

shades, 6 feet long, com- 
plete with brackets and 
ready to hang—you have 
your choice of green or 
tan color; excellent val- 
ues for this day. 


Marquisette Panels 


40-inch marquisette pan- 
els of a sheer quality, 
suitable for every room 
in the they 5 ecru 
ored, th three-inch 
raving they are per- 
fectly washable. 


cream marquisette with 


Curtains, per pair 
Crisscross curtains of 
large ruffles; they 2 


made to fit a 45-inch win- 
dow. 


Ruffle Curtain Sets 


Three styles — valance 
bordered with printed 
voile, ruffles solid col- 


shaped valance with ray- 
om trimming: 24-yard, 
piece sets, 


Marquisette, 4 yds. 


Fine, sheer marquisette 
of 36-inch width with 
woven designs of six dif- 
ferent types; also with 
pin dots of blue, rose, and 
green; cream colored 
grounds. 


Cretonne, 4 yards 


Modernistic, chintz, and 
floral designs are found 
in this 36-inch cretonne 
of fine woven quality; in 
many color Combinations, 
for drapes, slip covers, 
smocks, etc. 





Floral Damask 
Underpriced at 


The striking floral pattern was 
copied from a Georgian design 
for this 50-inch, closely woven, 
sunfast damask. Floral damasks 
in all-over patterns are a per- 
manent fashion. These are of 
mulberry, green, rust, blue, gold, 
taupe, and red with patterns em- 
phasized by gold rayon yarn; 


also a few striped patterns. For 


one day at, per yard, 31. 








Filet Panels at 


An important special pur- 
chase of figured filet 
panels, scalloped, and 
finished with three-rnch 
fringes; ecru colored; 
48 inches by 244 yards; 
in four different pat- 
terns. 





Linoleum, sq. yd. 


English type printed lin- 
oleum in all-over, small 
blue conventional designs 
for kitchen, breakfast, 
and bathrooms; Arm- 
strong make, in short 
fengths, $1 a equare yard. 


Large Rag Rugs 

30x60-inch rag rugs, sol- 

id colored with contrast- 

ing band borders—blue 

and rose; made of go« 

cleafi rags and offered at 

a distinct saving for this 
event, 


Chenille Rugs at 


18x36-inch chemlie rugs 
in modest blue and 
ite patterns. They 


special price tomorrow 


Oval Rag Rugs 


Braided oval rugs of 
2ix36-inch size. They 
are in hit and miss de- 
signs with blue and gold 
as background colors, ex- 
cellent values for tomor- 
row's event. 


Kapock, 2 pounas 
Genuine East India 
kapok for pillow stuff- 

ing; a large quantity is $ 
offered at a very bw 

price in this important 
one-day event tomorrow. 




















Every Inch of Newspaper Space Sells Not 
Only the Store But Its Goods—And Every 
Day, Because People Buy Every Day 


By GUY HUBBART 


E notice in looking over newspapers that many 

hardware stores advertise almost every day, 

some regularly four times a week practically 
the year around. Is this profitable and, if so, how can 
the merchant satisfy himself that it helps his business? 
Do some stores use newspaper ads merely to keep their 
store name before the public, or do they feel that direct 
sales are made and increased? We only advertise now 
and then for special sales. Our city is medium size, 
with eight other stores carrying similar stocks. How 
much space should we use ?”—Query. 


I HIS interesting query is actually three queries and is 
so typical of others that it is worth detailed treatment 


and illustration. It is not from a small city store but 
an average size store in a city of over 80,000, and a big 
trading area. Still the problem back of the query is a 
common one in larger and smaller cities. It arises from 
the fact that as yet few hardware merchants, and for 
that matter other kinds of retailers, advertise consistently 
enough to develop a standard by which returns can be 
estimated. 

sriefly, the three-part query may be answered this 
way : 

First query—Is it profitable to use newspaper space 
four to five times a week? . 

Answer—Yes, it is profitable, two ways, provided 
judgment is used as to the amount of space and what 
goes into it. The reasons frequent use of space is 
profitable are these: (1) competition between hardware 
stores and other types of stores selling hardware never 
lets up. It exists day by day, always did and always 
will. Competition is getting keener every day, not 
duller, and 50 per cent of the battle for a share of your 
city’s business is keeping customers interested in your 
store and its line of goods. There is no substitute for 
newspaper advertising, even if competition is compara- 
tively easy. It tells and sells day and night for the store 
that uses it right. (Excuse the partial rhyme.) (2) 
Buying activity nowadays in one store or ten follows 
the lines of new things, new items that supply old estab- 
lished needs. The more new items a store can feature 
in its ads the more of established, staple lines it can sell. 
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i NING REGULARLY! 


Every woman in the land is looking for new things that 


lessen work or make it more bearable. 


Second Query—How can the merchant satisfy himself 


that his advertising is profitable? 


Answer—By watching and checking the sale of ad- 
vertised items week after week, and comparing the 
number of pieces sold and the dollar volume done to the 
If a few advertised items 
are moving faster on advertised days than unadvertised 


total sales per day or week. 


days, the ads are doing their job. 
Keep in mind that one item in the ad 
sells 5 to 10 other items during the 
week, 

Third Query—Do some stores ad- 
vertise merely to keep their names 
before the public? 

Answer—yYes, all stores using 
space regularly do it partly for pub- 
licity, but in the end publicity amounts 
to direct sale advertising, for the 
store that constantly tells its story 
finally gets the public’s ear and eye. 


E VERY newspaper ad is a selling 
ad whether or not specific items are 
featured, and institutional copy is 
item copy, for it tells the store name 
and policy and that sells goods. 

The big point is whether ads are 
used five days a week or one. Keep 
regularly at it. Consistent hammer- 
ing is what does the advertising job. 


Comment On Two Ads 


The Brown-Dunkin Co. ad is four 
columns in size. It features April 
Housewares Specials in half the space 
and Dollar Day items in the other 
half. These items, while not carried 
in the hardware section, increase the 
selling value of the housewares be- 
cause of’similarity of use. And many 
hardware stores carrying general 
lines, as some do, can learn a splen- 
did lesson from the way this ad is 
handled. It is larger than most stores 
can run but the same idea is practical 
in a fourth to half the space. 

The Eschrich Hardware Co. ad is 
a full page. It is what is know as an 
all-department feature. Practically 
every stock is represented by one 
typical item. This is a big city store 


but the method of selecting items fits the space usage 
of the smaller store. Good cuts are plentifully used, 
and section space is accurately gaged to whole space. 
This gives the ad excellent reader value, the main thing 
in sale ads. 

Price ranges are skillfully handled and the type of 
value used to represent each stock has two merits—each 
one is seasonable and copy descriptions are fully written. 
That sells goods. 














ESCHRICH HARDWARE COMPANY 


silo OPENING SALE! Gv 


$1.25 Weel 












Lawn Mowers 
Leineh Plain 





14-inch, Bail Bearing. Four 
Binds, regviar BF alee, 
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Bpeding Forks 












































HEAVY FRY PAN 
Raguier $1 76 
Reece: 





‘ai wow | DURING OPENING SALE 
| CovereD sauce PAN | April 3rd to April 10th 
Three-quart 















































‘31.00 Dew Mise Opportunity to Get the 
= 
ED hiss 
| Deep Stew Pan 
“Wear ! igen eee 
Ever” | *~——84 
Cook “Wear-Ever™ 
Per cocking with ttle or ne water. || Tec, sewt order 
ree 9498 | Sh. 
12-Qt. Sine, Special §=85.08 _ — 
HORTON | Seoladien SWerlid 
embry | Quiivertite 
| The new iron ware | 





Ft. Ladder, Regular $2.00 | Marea mone te tan ar are. | 
to hag oo ng iar $250 va 
nr $149 Kae pir? 91.49 











Mens Mentors | Brgni Bustos | 
| Gives the delicious favor 


Each om 
Clincher Hose Couplings, all ieee 
Hace ie toned cooking 








sien keer meget wt | EES $2.48 | 
Ste | Fe SRA | eee $2.98 | Sonat = ote 


3524 GRAVOIS AVENUE LAclede 3272 


Line 





We Deliver 
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That?” 


By RALPH A. SMITH 


Y home is situated in a rather 
M pretty suburb of Cleveland. 
The yards and homes in the 
neighborhood are well cared for; some 
few of the neighbors have small vege- 
table gardens, but all of them have 
flowers in profusion. 
One evening last week I was using 
a dandelion weeder to remove those 
disfiguring weeds from my front lawn. 
This particular weeder has a V shaped 
cutting blade, with a 42-in. handle, 
so that it is possible to cut off the 
root about an inch below the surface 
and lift the weed out at the crown 
without stooping. A neighbor, sitting 
on his porchsteps across the street, after 
watching me for a few minutes, called 
“Is that what you call a lazy man’s 
When I told him how this tool 


over 
tool ?” 


eliminated the backache from an other- | 


wise irksome task, he came over to 
see how the tool worked, remarking 
that he had a great many weeds in his 
yard, and such a tool should be very 








\/ 





iV; 


cy 
| 


Hit 


“Where Can I Get 
a Tool Like 





| friendly 


| tor, 


| This is the rack, 

placed at the 

entrance of a 

hardware store, 

mentioned by the author. 

Below is a close-up of 
the same rack 


handy. As my supper was about ready, 
I handed him the tool, and told him to 





try it out for himself. 

The next evening he returned the 
| dandelion weeder, and said, “Where 
can I get a tool like that? I never 


saw one like it before, or I certainly 
would have had one long ago.” 


“T ms incident is typical of other ex- 
periences. I dislike to undertake doing 
| things without the proper tools with 
| which to do them right; I 

| which help me save time, so that my 
collection of garden implements is un- 
| usually complete. There is not a neigh- 
bor around me who at some time or 
not borrowed one or more 
for use in his own 


other has 
of my tools 


The trouble 
for some rei- 
“show his 


for tools similar to mine. 
is the average merchant, 
|/son or other, not 
| wares.” 


does 


like tools | 


yard. | 
These fellows are all good prospects | 


My business is advertising and mer- | 


I have become quite 
with our neighborhood hard- 
and he frequently dis- 


ware dealer, 


| cusses with me plans for developing 
| his 


business. Just recently he re- 
modeled his entire store so that prac- 
tically all his merchandise would be 
within sight and reach of customers. 
And what a difference it has made in 
daily receipts. 

His and tools, which 


farm garden 


| used to be stuck up in a wire incinera- 
are now attractively displayed in | 


a sales compelling tool rack. To se- 


cure this rack, he 


| chandising, and I am always interested | 
| in sales problems. 



















stock a few special tools, which he never 
happened to have ordered before. He 
was a little dubious about moving 
them, but he certainly has had a 
pleasant surprise. Although the present 
season is just getting into swing, he 
already sees where his sales in steel 
goods are going to exceed any other 
year, and he is disposing of more kinds 
of tools than he ever did before. Just 
because, through proper display, he is 
exposing himself to more _ sales, 
—bigger sales. 

My neighbor, when he walks into 
this hardware store now, will see tools 
that he didn’t know were made—tools 
that he wants for caring for the 
flowers in his own yard. And he'll 


buy them, too. 


Deaters who are anxious to build 


sales in the same manner would do well 


to acquire a similar tool rack. The 
| particular rack mentioned in_ this 
article was one furnished by The 


Union Fork & Hoe Company at Colum- 
bus. It cost the dealer nothing—came 
to him free with a special assortment 
of tools which he himself selected from 
a wide variety of choices. 

The rack is brilliantly finished in a 
three tone effect, and attractively dis- 
plays nineteen farm and garden tools. 
It is light in weight; easily movable; 


| and is particularly desirable because it 
| requires so little space—less than five 


was required to! 


square feet. 

If your jobber does not handle a rack 
of this kind, you undoubtedly could 
get information by writing direct to 
the manufacturer. 
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HERE is no denying that our manufacturing in- 

i dustries would languish if any appreciable num- 

ber of manufacturers were compelled to distribute 
entirely through chain and mail order systems. 

Even the largest consolidations of producers require 
the open channel of independent distribution for their 
healthy operation. It is therefore necessary for every 
manufacturer who is worthy to remain in business to 
join intelligent wholesalers in cooperating with indepen- 
dent retail dealers to aid them in the utilization of prin- 
ciples and methods necessary to meet the new compe- 
tition. 

Manufacturers and wholesalers can accomplish little 
or nothing by cleaning house and adopting those neces- 
sary methods and practices, which I attempted to outline 
in two previous articles in Nation’s Business, if the av- 
erage independent retailer continues to conduct his busi- 
ness in the same old way. 

Retailers in several important lines have felt the first 
shock of chain and mail order competition, and the 
casualties among them have been heavy. Many of those 
who remain in business are still in grave danger of anni- 
hilation, and this danger is shared by many manufac- 
turers and wholesalers. 


Their Number is Growing 


What independent dealers can accomplish under pres- 
ent conditions is proved by retailers here and there who 
have adopted new methods and who are building up 
their businesses in the face of intense mass competition. 
While these successful retailers constitute a smail minor- 
ity as yet, their number is growing. It matters little by 
what means of organization or method a large number 
of independent dealers is induced to adopt successful 
practices; it is essential that every interested factor of 
industry cooperate in assisting intelligent independent 


Can the 


one Retailer 
Survive? 


By C. D. GARRETSON 


President, Electric Hose and Rubber Co. 


As told to JAMES TRUE 
Cartoons by Rollin Kirby 


Reprinted by Permission of Nation’s Business 


retailers to establish their businesses on more solid 
foundations. 

Although the public is vitally interested in the sur- 
vival of the independent retailer, it is impossible to secure 
public favor by appeals to sentiment and prejudice. The 
chain stores and mail order branches have developed 
because they have taken advantage of the changed buy- 
ing habits brought about by the war and other economic 
opportunities. To meet this competition, the independent 
retailer must conform to the new ways of doing business. 

When we examine present retail distribution in many 
lines, we find a woeful lack of understanding of the 
simple economic laws involved. In our own line, the 
average retailer, like many wholesalers and not a few 
manufacturers, is more interested in obtaining a little 


extra discount than he is in finding goods that are 
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readily salable. He has not even learned that a fifty 
cent piece that is actively at work is vastly more profit- 
able to him than a dollar tied up in slow-moving stock. 

He spends far too much of his time in complicating 
his buying, and too little of his time in selling. He does 
not realize that his primary problem is one of selling, 
not of buying. And when he places his goods on sale 
we find that he fails to apply the principle of fair and 
economic pricing. 


They Seek a Magic Means 


These statements refer to many retail merchants in all 
lines of business. A great many retailers appear to be 
searching for some magic means whereby they can 
undersell their competitors and still make a profit. In 
this they have been thoroughly educated by the selling 
practices of wholesalers and manufacturers; but it is 
at the retail end of distribution that the practices in- 
volved are most demoralizing. We have had an excel- 
lent illustration of this tendency right in my home town 
of Wilmington, Del. It is a tendency that has grown 
during the last few years throughout the country. 

Some months ago I was astonished to learn that a 
number of our best retail stores were giving a 10 per 
cent extra discount to the employees of one of our 
large industrial organizations. I was so concerned that 
I made a brief talk on the subject at a meeting of the 
local chamber of commerce, and when I sat down one 
of the men present told me that it seemed strange to 


A fifty cent piece that is ac- 
tively at work is vastly more 
profitable than a dollar tied 
up in slow moving stock. 








him to hear me condemn a practice that my own com- 
pany had adopted. 


A Menace to Our System 


\When I returned to my office I called in our purchas- 
ing agent and was amazed to learn that for a year or 
more he had been buying, at special discounts ranging 
upward from 10 per cent, almost every conceivable kind 
of merchandise for our employees. Furthermore, we 
were carrying many of the accounts on our books, and 
allowing our employees to pay for the goods on the 
deferred payment plan. ; 

Now, I did not object so much to our own expense in 
carrying on this service, but I saw in the practice grave 
danger to our system of retailing. I ordered the prac- 
tice stopped immediately. I also began a campaign to 
climinate the practice in other organizations in our city. 
Investigation showed that a considerable volume of goods 
was being sold by local stores in this way. I also found 
that a number of Wilmington people, who were not 
vetting the special concessions were going to Philadel- 
phia and Baltimore to do much of their shopping, be- 
cause they thought that they were being treated unfairly 
by our own merchants. 

The most remarkable reaction from the campaign 
came from the retailers themselves. One merchant 
told me with some indignation that he would continue to 
give special discounts to my employees and to those of 
other companies which were trying 
to discourage the practice. When 
I asked him how he could afford 
to give a special discount of 10 per 
cent to any group, he replied that 
he had no credit loss on the business 
and that it attracted sufficient extra 
volume to warrant the concession. 

Then I asked him if he made as 
much as 10 per cent on the goods he 
sold, pointing out that any discount 
of the kind must come out of net 
profit. A bewildered expression 
crossed his face; this was a feature 
he had not considered. Further dis- 
cussion revealed that he had also 
failed to realize that if he did not 
grant the concession he would still get 
a large part of the “extra” volume at 
his regular prices. Nor did he stop to 
think that giving the concession to 
one group offended a much larger 
group, and that the special discount 
was not really an attraction to desir- 
able business for the simple reason 
that his competitors were offering 
the same concession. 

The archaic practice of attempting 
to attract trade by methods of this 
kind is the same in principle as the 
selling methods that prevailed before 
the one-price system became general. 

The one-price system is necessary, 
for it is obvious that it would be 
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impossible for our retail stores to have even half their 
present volumes of sales if every sale were on the old 
plan of haggling over price. No respectable dealer 
would go back to the old system if he could, but it 
appears that some retailers still try to retain something 
of the same effect by a little different means. All of 
which proves that the average retailer must become more 
familiar with one of the basic principles of his business 
in pricing and selling his merchandise, and that he must 
eliminate all practices which do not conform to good 
principle if he is to survive. 

But perhaps I had better stick to the line I know 
most about, for I am convinced that all the faults and 
mistakes of the average dealer are matched by retailers 
in practically every other line. Although the hardware 
man spends a great deal of time in trying to beat offered 
prices, experience shows that he does not do a good job 
of buying. As an illustration, we always suggest that 
the retailer buy garden hose in fifty-foot lengths, coupled 
and wrapped, all ready to deliver to the customer. The 
factory charge for the cutting, coupling and wrapping 
is only 1214 cents per length. The unit is economical 
and convenient to ship, to store, and to deliver. It is 
unquestionably the best way to stock and sell garden hose. 

Comparatively few retailers, however, have been con- 
vinced of the economic value of this service. The ma- 
jority prefers to save the factory’s modest charge. Most 
dealers buy the hose in long lengths on reels, and cut 
it up themselves. They believe that this costs them 
nothing, because they have to employ the man who does 
the work anyway. They pay eight or ten cents for the 
couplings, and think they are saving money. They 
forget the cost of the labor and the overhead expense. 
The store job is not as good, as sightly or as salable 
as the factory job. The dealers are sacrificing salability 
and long-run profits for a trivial supposed saving. The 
practice is typical of many others that must be eliminated 
before independent retailing can be strengthened to over- 
come mass competition. 

Probably the greatest advantage of the mail-order 
branches and the chain stores lies in the fact that the 
local managers who are the local retailers’ competitors 
devote practically all their time to selling. The chain 
store goods are marked up scientifically, and the busi- 
ness is obtained largely because the public has been 
trained to believe in “loss leaders.” 


Competition Can be Met! 


But the intelligent independent dealer can combat this 
phase of the competition. If he will reform his busi- 
ness practices he can offer similar attractive prices and 
he can furnish identical inducements in the way of 
clean store, attractive displays and advertising. 

This past season, one of the mail-order retail 
stores offered 50 feet of single braid garden 
hose, coupled and with nozzle, for $3.98. Any 
retailer can offer similar goods at the same price, 
as a special leader ; but most independent dealers 
say that they can’t do business on so close a 
margin. However, if they will cut down un- 
necessary expenses and charge for extra service 
when they give it, they can sell at the margin 
as well as can the mail-order houses. 





The truth is that the “loss leader’ mentioned was a 
lure. When people came in to purchase the “bargain” 
the mail-order store sold a large percentage of them 50 
feet of two-braid hose, with red cover and couplings, 
for $6. At this price, the mail-order store made a profit 
that should satisfy any retailer. 

Now contrast this with the merchandising of a typical 
independent hardware retailer, and you will realize why 
the mail-order and chain stores are obtaining such a 
large volume of business. This dealer bought a high- 
grade garden hose at 16 cents per foot, and sold it at 
25 cents a foot. He also bought a grade of hose at 9 
cents, and attempted to sell it at 23 cents a foot. Obvi- 
ously, this kind of selling is “pie” for mail-order and 
chain competition, and the contrast indicates both why 
and how the independent dealer must change his methods 
in order to meet the new conditions of retailing. 

Walk into the average hardware store, and the jumble 
and variety of the stock are an invariable indication of 
price buying. You will find three or four different 
brands of an item, when one would be sufficient. You 
will find other items of many sizes, when comparatively 
few would be better. And you will find a great deal 
of stock that was bought solely because of its cheapness 
or because a special concession was offered—and then 
forgotten because it did not sell readily. 

You will find pretty much the same condition in stores 
of all kinds, and one of the first policies the surviving 
retailer must adopt is to buy salable merchandise only, 
and as few items as his trade will allow. The monev 
lost in duplicating items is enormous. 


The Mark-up Mystery 


The proper mark-up also appears to be something 
of a mystery to many retailers. Their costs are un- 
known and their profits cannot be determined until in- 
ventories are taken. Contrast this condition with the 
fact that the chain and mail-order concerns keep accur- 
ate weekly records, and some of them daily inventories. 


(Continued on page 56) 
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Liberty Gauge & Instrument Co. 
Sold to Philadelphia Firm 


The Proctor & Schwartz Electric Co., 
with headquarters in Cleveland, Ohio, and 
factories in Philadelphia and Cleveland, 
announces that it has purchased the business 
of the Liberty Gauge & Instrument Co. of 
Cleveland, Ohio, maker of automatic irons, 
hot plates, etc. It will merge all Liberty 
products in the new line of Proctor safety 
automatic electrical appliances. 

The Proctor & Schwartz Electric Co. is 
owned and operated by Proctor & 
Schwartz, Inc., of Philadelphia, for over 
fifty years one of the world’s largest man- 
ufacturers of commercial drying machinery. 
This company has for many years been 
engaged in the development of automatic 
heat-controlled devices, and holds numerous 
patents covering, among others, the ther- 
mostatic control of electric heat. The 
new Proctor line will embody this heat- 
control method and will include iron, 
toaster, waffle iron and other appliances, 
to be announced in the near future. 


Pittsburgh Stove & Range Co. 
Bought by R. V. Bingay 


The Pittsburgh Stove & Range Co., 


supplied with 16 miniature monoplanes and 
biplanes manufactured by the American 
Flyer Mfg. Co., Chicago. Other planes 
manufactured by the company were hung 
from chandeliers. All planes were sup- 
plied by Charles A. Dostal, vice-president 
of sales and advertising for the American 
Flyer organization, who has been a Ro- 
tarion for many years. 


Richards & Conover Twenty 
Year Club Holds 14th Banquet 


There was recently held in Hotel Mueh- 
lebach, Kansas City, Mo., the fourteenth 
annual banquet of the Richards & Conover 


which is ccmposed of employees and ex- 
ecutives of this large jobbing house who 
have served for 20 years or more. 

The dean of all, Henry C. Ellison, asso- 
| ciated with the Richards & Conover or- 
ganization since 1878, was unable to be 
present. Walter B. Richards, president of 
of the company, George B. Richards, vice- 
president, and J. E. Woodmansee, treasurer, 
were present and spoke briefly. Fred 
Moebus is president of the Twenty Year 
| Service Club. He presided at the ban- 
| quet. 





Preble Avenue, Pittsburgh, Pa., has been | 


purchased by R. V. Bingay, formerly 
president of the Pittsburgh Transformer 


Co., which was purchased two years ago | 


by the Allis-Chalmers Mfg. Co., Mil- 
waukee, 
The stove company was established near- 


ly 100 years ago and is one of the oldest 


manufacturing plants in the Pittsburgh dis- 


trict. Plans for extensive enlargements to 
the present plant have been 
Associated with Mr. Bingay in the new 
enterprise are L. G. McClintock, C. A. 
Karphauser and E. G. Harrington, for- 
merly officials in the Transformer com- 
pany. 


F. B. Schutz Moves Office 


I’. B. Schutz, manufacturers’ representa- 
tive in San Antonio, Tex., has announced 


the removal of his offices to Suite 622 in | 


He represents the 
Co., Burke Golf 


the Milam Building. 
Marble Arms & Mfg. 
Club Co. and others. 


Bram & Johnson Take Over 
Business of Late F. Parrish 


Bram & Johnson of Denver, Mo., have 


| removed 


| to the presidency of the corporation. 
| Gerard was made vice-president and gen- 


| vice-president; G. F. 


Greenfield Tap & Die Corp. 
Moves Chicago Sales Office 


The Chicago office of Greenfield Tap & 
| Die Corp., Greenfield, Mass., has been 
from 13 South Clinton Street 
to 611 West Washington Boulevard 

C. C. Ziegler is manager of this office. 
The telephone is Haymarket 6456. 


aimounced. 


Sargent & Co. Re-elect 
B. W. Burtsell President 


At the annual meeting of the stockhold- 


| ers and directors of Sargent & Co., held 


at the general offices in New Haven, Conn., 
on April 26, B. W. Burtsell was reelected 


R.B. 


Bruce Fenn was elected 
Wiepert was made 
vice-president ; Ziegler Sargent was elected 
vice-president and treasurer, and Murray 


eral manager ; 


| Sargent was made secretary. 


The board of directors includes the 
above-mentioned officers and Edward Hard- 
ing, Wilfred Lewis, E. R. Sargent, G. L. 
Sargent, J. D. Sargent, and John Sargent. 


bought the hardware business of the late | 


Frank Parrish of Hamilton, Mo., 
was killed in a recent automobile accident. 
Mr. Bram is of the Bram Bros. firm of 
Denver, Mo. 


American Flyer Co. Supplies 
Aircraft for Rotary Meeting 


At a recent meeting of the Chicago 
Rotary Club, Capt. Edward B. Ricken- 
bacher, noted aviator, spoke of the possi- 
bilities and future of aviation in this coun- 
try. To provide a fitting atmosphere for 
this aviation talk, the speakers’ table was 


who | 


House Furnishing Exhibit 
Opens in Chicago January, 1930 


The third annual National House Fur- 
nishing Exhibit to be held at the Palmer 


of ten days’ duration instead of five as in 
the past. The 1930 show wil! open on 
Monday, Jan. 30, and close on Wednesday, 
the 29th. 

Many innovations are planned for the 
1930 exhibit and many more manufacturers 
will show their products than exhibited 





this year. 


Hardware Co. Twenty Year Service Club, | 


Vitalite Co. Formed to Make 
Flexible Wire Glass 


The New York Wire Cloth Co. and the 
Celluloid Corp., both of New York, N. Y., 
have announced the formation of a jointly 
owned subsidiary, known as the Vitalite 
Co. It will engage in the manufacture 
of Vitalite, a fine wire cloth coated with 
a cellulose acetate composition which forms 
a flexible wire glass possessing the advan- 
tages of weather resistance and of trans- 
| mitting the ultraviolet rays of the sun. 
| It is reported that these health-giving rays 
| are shut cut by ordinary glass. 

The officers of the Vitalite Co. are: 
L. D. Root, president, who is treasurer of 
the Wire Cloth company; W. S. Landes, 
vice-president, who is vice-president in 
charge of manufacture for the Celluloid 
organization, and A. E. Cameron, secre- 
tary-treasurer. Mr. Cameron is secretary 
of the Celluloid Co. Directors include 
L. D. Reot, R. P. Turner, A. E. Cameron, 
and J. A. Stephens, who is president of the 
Celluloid Co. 

The New York Wire Cloth Co. will act 








as exclusive sales agent for Vitalite. 


Union Steel Products Appoint 
California Representative 


The Union Steel Products Company, 
| Albion, Mich., has announced the appoint- 
| ment of the All-American Service & Manu- 
} facturing Co., of 2619 South Normandie 
Avenue, Los Angeles, as California repre- 

| sentatives for its rubbish burners, dish 
drainers, canning racks, bottle carriers, and 
other kitchen wire goods. 

Complete stocks of these products will 
| be carried by the distributors in Los Ange- 
| les, which will greatly facilitate delivery 
| of the “Union” line to all dealers on the 

Pacific Ceast. 
This firm has also announccd the acqui- 
| sition of an additional plant, located just 
across the street from its original factory, 
| which provides an added 200,000 sq. ft. 
| of floor space, increasing its manu factur- 
| ing area by 50 per cent, furnishing ample 
space for the increased production that a 
| larger demand has necessitated. 


| Robbins & Myers, Inc., Appoint 
| C. H. Clark Merchandising Mer. 


C. H. Clark has been appointed mer- 
chandising manager of Robbins & Myers, 
Inc., Springfield, Ohio. He returns to this 
organization after six years with Mont- 
gomery, Ward & Co., Chicago. 

In 1923 he joined the Chicago firm after 
having been nine years as advertising man- 
ager. He has had a wide experience in 
merchandising and is well fitted for his 
new position. 





House, Chicago, in January, 1930, will be | 


R. S. Arthur Will Manage 
Aeroil’s Chicago Office 


R. S. Arthur has been appointed manager 
of the Midwestern branch office recently 
| opened by the Aeroil Burner Co. of West 
| New York, N. J., at 176 N. Wacker Drive, 
Chicago, Ill. He was formerly in charge 
of the Chicago office for Dravo Equip- 


ment Co. 
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Atlantic City, May 7-9 


For three days, May 7-9, in Atlantic | 
City, N. J., mill supply men from | 
all parts of the country gathered in | 
joint convention to discuss their mutual | 
problems. The American Supply &| 
Machinery Manufacturers’ Association, 
the National Supply & Machinery Dis- 
tributors’ Association and the South- 
ern Supply & Machinery Dealers’ As- 
sociation had as their headquarters the 
Ambassador Hotel. 


Mill Supply Men Convene In i 
| 





The manufacturers and distributors 
had many points to be discussed, fore- | 
most among them being trade prac- | 
tices, salesman’s compensation, distri- 


saw blades; advertising for distribu- | 
tors, handling deferred payment sales | 
and the value of branded merchandise. 

A more complete review of the ses- 
sions will be presented next week. | 
However, among those who spoke at | 
the convention were Hon. M. Markham 
Flannery, director Trade Practice Con- 
ference Division, Federal Trade Com- 
mission; J. L. Pitts, Brown-Roberts | 
Hardware & Supply Co., Alexandria, 
La.; S. Horace Disston, Henry Disston | 
& Sons, Inc., Philadelphia, Pa.; F. H. | 
Payne, Greenfield Tap & Die Corp., | 
Greenfield, Mass., and D. W. Northrup, | 
The Henry G. Thompson & Son Co., | 
New Haven, Conn. 

The officers elected to serve the three | 
associations for the ensuing year are as 
follows: 


| 
bution of chucks, files, pulleys and hack 
| 


American Supply and Machinery 
Manufacturers’ Association 


President—David C. Jones, Lunken- 
heimer Co., Cincinnati, Ohio. 

First Vice-President—Frederick H. 
Payne, Greenfield Tap & Die Corp., 
Greenfield, Mass. 

Second Vice-President—W. C. Allen, 
Black & Decker Mfg. Co., Towson, Md. 

Treasurer—George T. Bailey, Oliver 
Iron & Steel Co., Pittsburgh, Pa. 

Secretary—R. Kennedy Hanson. 

Members of Executive Committee— 
J. Harvey Williams, J. H. Williams & 
Co., Buffalo, N. Y., and William H. 
Fisher, T. B. Wood’s Sons Co., Cham- 
bersburg, Pa., for three years. Edward 
H. Ball, Chicago Belting Co., Chicago, 
and Harold F. Seymour, Columbian | 
Vise & Mfg. Co., Cleveland, for two 
years. H. P. Ladds, Lake Erie Bolt & 
Nut Works, Cleveland, and H. Z. Cal- 
lender, Whitman & Barnes, Inc., De- 
troit, for one year. 


National Supply and Machinery 
Distributors’ Association 


President—H. H. Kuhn, Hardware & 
Supply Co., Akron, Ohio. 

First Vice-President—H. E. Ruhf, 
Cleveland Tool & Supply Co., Cleveland. 

Second Vice-President—E. B. Hunn, 
C. S. Mersick & Co., New Haven, Conn. 

Secretary - Treasurer — George A. 
Fernley, Philadelphia, Pa. 

Members of Executive Committee— 
Percy G. Maddock, Maddock & Co., 
Philadelphia; A. E. Douglas, E. A. Kin- 





sey Co., 
liam H. Taylor & Co., 


Southern Supply and Machinery 
Dealers’ Association 


President—D. D. Peden, Peden Tron | 


& Steel Co., Houston, Tex. 


First Vice-President—C. J. Salm, | 


Dixie Mill Supply Co., New Orleans, | 
La. 

Second Vice-President—C. W. 
ner, W. Va.-Ky. 
Co., Huntington, W. Va. 


Beck- | 
Hardware & Supply | 


| prize winner of $150 in that division. 


Secretary-Treasurer—Alvin M. Smith, | 


Smith-Courtenay Co., Richmond, Va. 


Members of Executive Committee— | 


W. W. Doe, Alabama Machinery & 


Supply Co., Montgomery, Ala.; W. W. | 


Taylor, Arkansas Mill Supply Co., Pine 
Bluff, Ark.; W. M. Given, Young & 


Vann Supply Co., Birmingham; T. C. | 


tigen Nashville Machine & Supply 
Co., Nashville, Tenn. 





H. F. Murphy Has Resigned 
from Standart Bros. 

HF 

dent and general manager of 

Brothers Hardware Corp., Detroit, Mich. 

He has been associated with this firm for 


. Murphy has resigned as vice-presi- | 
Standart | 


two and one-half years, prior to which he | 


fourteen years with 
first as salesman, later as 
then sales man- 


was for 
Hardware Co., 
assistant sales manager, 


ager, and finally as branch manager. Mr. | 


address is 17310 
Mich. 


American Chain Co. Moves 
New York City Sales Offices 


Offices in New York City of the Ameri- 
can Chain Co., Inc., Bridgeport, Conn., 
were recently moved from Grand Central 
Terminal Building to the New York Cen- 
tral Building, 230 Park Avenue, New 
York City. 

The Pittsburgh, Pa., offices of the same 
company were also moved to 701 American 
Bank Building. 


Murphy's home 
Avenue, Detroit, 


Country’s Hardware Trade in 
Healthy Condition 


New York, May 15.—With the ex- 
ception of some retarded activity due | 
to unseasonable weather conditions, the 
hardware trade of the country has been 
satisfactory during the past week. 
Reports from important market centers 
place trade in general ahead of the first 
quarter of 1928, and higher tempera- 
tures are regarded as sure to bring a 
brisk pickup in general business. 

The steel industry continues to flour- 
ish and full capacity production is hav- 
ing a favorable effect upon the hard- 
ware business as well as other lines. 

While building is not causing any 
great stir at present, repairing and 
painting activities of consumers are 
giving retailers considerable business. 

Agricultural communities report ex- 
cellent crop outlooks, while employment 
in the industrial centers continues at a 
high rate. 

Collections are improving as a whole. 


Turner | 


| 


Simmons 


Cincinnati; T. E. Hazell, Wil-| Hardware Trade Does Well in 
Allentown, Pa. | 


Bond Corp. Contest Awards 


The hardware trade was very well rep- 
resented when the list of winners was an- 
nounced for the slogan contest which was 
recently conducted by Bond Electric Corp., 
Jersey City, N. J. 

Treat Hardware Corp., Lawrence, Mass., 
won the first prize of $500 in the retail 
dealers division, and the Carlisle Hardware 
Co., Springfield, Mass., was the fourth 





C. A. VAN HORN 


C. A. Van Horn, of the F. P. May 
| Hardw: are Co., Washington, D. C., won 
the $500 first prize in the jobbers’ sales- 
men division, and C. W. Droll, of Drake 
Hardware Co., Burlington, Iowa, was the 
fourth prize winner in this class, being 


awarded $150. Many drug and electrical 


| salesmen and distributors were also repre- 
| sented among the winners. 


This Bond contest was unique in its scope 
and in the method in which it was con- 


ducted. There were three classes of par- 
| ticipants: consumers, retail dealers and 
jabbers’ salesmen. The consumers com- 





peted for a winning slogan relative to Bond 
batteries and flashlights. The retail deal- 
ers competed for the greatest number of 
flashlights sold during the contest, and the 
jobbers’ salesmen also strove to report the 
best results. 

The consumer prizes ranged from $2,000 
to $10 for devising the winning slogan, 
which has now been announced as “Rest 
Renews the Current You Use.” Consumer 
participants based their slogans on five ad- 
vertised features of the flashlights, plus 
a sixth or “mystery” feature, which could 
only be learned by visiting a dealers’ store 
and making a personal request regarding 
it. Dealers reported great interest and 
satisfactory increases in sales resulting 
from these visits of participants. 

In addition to the main prizes, 115 prizes 
of $10 each were awarded to dealers 
throughout the country and a like number 
were distributed to jobbers’ salesmen. 

When the winners of the contest had 
been determined, dealers were given this 
information, and interested persons had to 
again visit the stores for a list of winners. 
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Clothes Carrier for Closets 


A new type of swinging clothes carrier 


by the Kum Out Klothes Karrier Sales 
Co., 228 North LaSalle Street, Chicago, 
Ill. 

The manufacturer states that one gar- 
ment carrier of this sort will double the 
capacity of the average clothes closet with- 
out obstructing the entrance. Clothes can 








be swung completely out into the room to 
air the garments or make selection an easy 
matter. Closet floors in this way are swept 
with ease and floor space may be used for 
trunks if necessary. Wall hooks and 
shelves are readily accessible. A combina- 
tion of standardized arms may be assem- 


for closets has been placed on the market | not mar or scratch any surface. 





bled to fit large, small, wide, or narrow | 
closets. 

Kum Out Karriers are adaptable to | 
cither right or left-hand doors, and can 
he easily and quickly installed in old and 
new homes. 

Descriptive matter and prices may be 
obtained from the manufacturer. 


A Clampless Food Chopper 


A new food chopper with many advan- 
tageous features has been placed before 
the trade by Beacon Mfg. Co., Inc., Jasper 
and Orleans Streets, Philadelphia, Pa. 





| the other handle pulls the pin out. 


| suitable for valve work, as 
| signed to slip in washers 


This is a clampless chopper. The prod- 
uct stands on soft rubber pads that will 
It oper- 
ates easily by placing the left hand on the 
hand rest and turning the handle with the 
right. The manufacturer states that the 


| Iseacon Food Chopper is very quick-acting 


and most convenient to use and to clean. 

By removing one nut, the bowl, feed 
screw and cutter are detached for cleaning. 
It is stated that this chopper cannot catch 
or mash fingers, as it will not operate un- 
less both hands are where they should be 
—one on the hand rest and the other on 
the handle. Easy to oil, yet no oil can 
come near food. 

The chopper stands well above the table, 
allowing a deep bowl to be used. It is 
leak-proof. Three cutters, coarse, medium 
and fine, are furnished. The chopper can 
be obtained with a green, blue, yellow, 
red or ivory stand. Any of these colors 
contrast well with the silvery bowl. 


A Low Priced Door Check 


A door check designed to give efficient 
performance at low cost is manufactured 
by Useful Products Co., Orange, N. J. 

The Wat-a-joy pneumatic door check is 
made of heavy steel or brass. The steel 


checks are finished in black lacquer and 


the brass have a satin finish. Compression 
in this door check is regulated and con- 
trolled by a needle valve. The piston and 
valve are made of brass to prevent rusting. 
Six door checks are packed in a counter 
display box. 


A Valve and Cotter Pin Tool 


A valve and cotter pin tool has been 
placed before the trade within recent weeks 
by The Billings & Spencer Co., Hartford, 
Conn. 


This new tool has been especially de- 
signed to insert, spread and pull cotter pins. 
The jaws hold the pin for inserting. The 
flat, beveled end of one of the handles 
spreads the pin, and the hooked end of 
The 
manufacturer also states that the jaws are 
they are de- 
where pliers 


| might not reach. 


This valve and cotter pin tool is made 
of forged steel and is 9% 
Finished in black lacquer. 


An Improved Aluminum Beater 


The Aluminum Beauty Beater recently 
announced by the Aluminum Goods Mfg. 
Co., Manitowoc, Wis., embodies several 
new ideas. 

It is sturdily built and durable, fast beat- 
ing, smooth, easy running and rust-proof. 
Deep cut, die cast aluminum gears insure 
quick, easy, positive action without slipping 
or sticking. 


An exceptional easy running aluminum 
drive wheel turning on a perfectly fitted 
aluminum hub with oversize bearing sur- 
face operates eight large blades of special 
design. Whipping action is very thorough 
and unusually fast. 

Each beater comes packed in an attrac- 
tively colored, modernized display box. 
The boxes will do much toward attracting 
attention, arousing interest and making 
sales easier. 

Full particulars can be obtained by writ- 
ing the Aluminum Goods Mfg. Co. 


Rule Depth Gage With Rod 


Brown & Sharpe Mfg. Co., Providence, 
R. L, is placing on the market a Rule 
Depth Gage with the added feature of a 
rod. It is so designed that in addition to 


| using either a 4 in. or 6 in. rule, a rod 














for measuring in small holes can be used. 
The rod is 5/64 in. in diameter, and will 
be found a convenient feature when the 
rules cannot be used. 

The blades of the 4-in. size are fur- 
nished with No. 10 graduations and of the 
6-in. size with either No. 10 or No. 11 
graduation, English measure. The metric 
measure blade is graduated in millimeters 
and half-millimeters. The rod or the rule 
is conveniently locked at any reading by a 





in. in length. 


turn of the knurled nut on the base. Base 
| is about 2% in. wide. 

| This rule depth gage is furnished with 
| a 4-in. rule, with or without a 4-in. rod, 
| or with a 6-in. rule with or without a 6- 
| in. rod. 
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Prof. Melvin T. Copeland’s Report to President’s Unemployment Conference Indicates That 


CHANGED BUYING HABITS 


Are Reflected by Establishment of Mail Order Branches 


(Washington Bureau of HARDWARE AGE) 


opment in his chapter on market- 

ing in the report of the Commit- 
tee on Recent Economic Changes of the 
President’s Unemployment Conference, 
which was released for general pub- 
lication on May 15, Prof. Melvin T. 
Copeland of Harvard University deals 
with department stores and mail order 
houses. 

Department stores, he declares, have 
felt the competition of chain stores sell- 
ing variety goods and other types of 
merchandise at the lower end of the 
price scale. To a large extent, how- 
ever, he says, the department stores 
and typical chain stores have been non- 
competitive. They both are declared to 
represent large capitalistic organiza- 
tions, catering to different buying hab- 
its of consumers. The chain store, he 
points out, represents a standardization 
of merchandise and of operating meth- 
ods with a large number of selling units 
located at strategic points operating un- 
der centralized control.. The strength 
of the chain stores, he says, is in sell- 
ing convenience goods and standard 
merchandise of low price. 
ment store, in contrast, Professor Cope- 
land states, comprises a large number of 
widely diverse departments brought to- 
gether under one roof. In department 
stores style goods and novelties are de- 
clared to be predominant. 


. FTER treating of chain store devel- 


4é 

Tuose lines of merchandise which 
are best suited to chain store distribu- 
tion are not well adapted to department 
store merchandising,” says Professor 
Copeland. “The department stores 
have benefited by. the widening of the 
retail trading areas which has led con- 
sumers from wider and wider territories 
to do their shopping in those communi- 
ties where department stores are lo- 
cated. It was shown that the increase 
in the volume of sales of department 
stores has been far less than the in- 
crease in the sales of chain stores, 
though there are individual exceptions.” 

Professor Copeland next discusses 
mail order business. He points out 
that mail order companies experienced 
a particularly severe decline in their 
volume of sales in 1921, from which full 
recovery was not made until 1924. This 
sharp drop in the sales of the mail 
order companies during a period of de- 
pression, it is pointed out, reflected a 
difficulty which is experienced by that 


A depart- | 


By L. W. MOFFETT 





| type of enterprise when prices are de- 
clining rapidly. 

“A mail order company issues a cata- 
log which normally remains in use for 
a period of six months,” Professor 
Copeland says. “The prices in the cata- 
log thus look less and less favorable 
if prices in retail stores are falling. 
Even though the mail order company 
states that it will meet declines in the 
market, it is difficult for the company 
to notify all its potential customers of 
the prices at which it will sell at any 
one time when those prices differ from 
the ones stated in the catalog.” 

After 1924, Professor Copeland says, 
the mail order companies showed a 
more rapid expansion of sales than was 
shown by the department stores. 


‘6 

Tur decision of these two large mail 
order companies (Montgomery Ward & 
Co. and Sears, Roebuck & Co.) to op- 
erate chain stores is one of the most 
significant marketing developments 
during the period under discussion 
(1922-1927),” says Professor Copeland. 
“Although no definite statement has 
been made by these companies, it is rea- 
sonable to infer that their decisions to 
open retail stores reflect the change in 
buying habits in the small towns and 
rural districts. The same factors which 
brought about the increase in the radius 
of trading areas . . . inevitably tended 
to affect the mail order business. With 
the increased use of automobiles and 
good roads consumers were likely to 
purchase less from catalogs, just as 
they purchased less from country re- 
tail stores. By going to trading cen- 
ters it was possible for the consumers 
to examine the merchandise and to buy 
the goods on the spot. These two large 
mail order companies, therefore, mani- 
fested keen foresight in utilizing their 
reputations to launch chains of stores. 
The volume of sales which the com- 
panies had attained in these stores in 
1928, important though it was, did not 
have so great significance as the fact 
of their establishment, since that fact 
emphasized the trend in the change in 
trading areas and in the development 
of the chain store type of enterprise.” 

The formidable sum of $1,502,000,000 
was spent in advertising for all pur- 
poses in 1927, according to Professor 
Copeland, and was probably 50 per cent 
more than were advertising expendi- 
tures in 1921. Notable gains were 
made in 1923 and 1926 and noteworthy 








increases in radio sets, electric re- 





frigerators, automotive equipment, 
home equipment cleansers, silverware, 
clocks and watches, pens and pencils. 
Some of the interesting figures pre- 
sented by Professor Copeland as to ad- 
vertising expenditures follow: 
Radio 


Hardware Electrical 


and and Radio Refrig- 

Cutlery Equipment erators 
ROBE cx $727,647 $3,428,159 $1,517,836 
ee 632,102 587,715 44,642 
Automo- 
tive Ac- 
cessories, 
Paints and Parts and 
Varnishes Tires Supplies 
1927.... $3,336,421 $3,555,012 $9,269,600 
E9Se..... 2,229,007 2,612,027 6,207,125 





At a general conference of manufac- 
turers and users of wheelbarrows held 
at the Department of Commerce on 
April 26, a schedule for simplified sizes 
and types was approved, the types be- 
ing cut from 168 to 22. In addition to 
approving the program, the conference 
voted that all contractors’ barrows 
shall be rated and cataloged according 
to struck capacity. This will insure 
accuracy when the barrow is used as 
a measuring device. It was pointed out 
that contractors use their barrows for 
handling material and also for measur- 
ing, and for this reason it is felt that 
accurate measurements of the capacity 
of wheelbarrows are desirable. Those 
in attendance at the conference were: 
J. W. Atkins, president, Buch Mfg. Co., 
Elizabethtown, Pa.; Ward P. Christie, 
engineer, Associated General Contrac- 
tors, Washington, D. C.; H. L. Cox, 
vice-president, the American Steel 
Seraper Co., Sidney, Ohio; H. C. Dunn, 
| Domestic Commerce Division, Agricul- 
| tural Implements, Bureau of Foreign 
| and Domestic Commerce, Washington; 
R. T. Faucette, vice-president, Chatta- 
| nooga Wheelbarrow Co., Chattanooga, 
|Tenn.; W. H. C. Goode, president, 
| American Steel Scraper Co., Sidney, 
| Ohio; H. E. Haiman, sales promoter, 
General Wheelbarrow Co., Cleveland; 
R. F. Jordan, assistant sales manager, 
Sterling Wheelbarrow Co., Milwaukee; 
D. R. Lamson, engineer, American Road 
Builders’ Association, Washington, 
| D. C.; R. M. McClure, the Lansing Co., 
| Lansing, Mich., and Wheelbarrow As- 
sociation of America; D. R. Miller, 
| chief, gage section, Bureau of Stand- 
| ards, Washington; G. M. Naylor, the 
| Fairbanks Co., New York; William A. 
| Perry, president, Sidney Steel Scraper 
| Co., Sidney, Ohio; W. L. Schromacher, 
| the Toledo Wheelbarrow Co., Toledo; 

P. H. H. Dunn and W. E. Braithwaite, 
' Division of Simplified Practice. 



















































































HARDWARE AGE for May 16, 1929 





Steel Operations Improve Hardware Trade 
in Pittsburgh—Spring Goods Active 


(Pittsburgh office of HARDWARE AGE) 

PITTSBURGH, May 14.—Unseasonably cold and wet weather is still ad- 
versely affecting business in some lines, but generally speaking demand 
is continuing to hold up well. In such products as wire fence, farm 
and garden tools and paints the movement is excellent in spite of incle- 
ment weather and a few warm, dry days would stimulate demand remark- 
ably. Door and window screens are very active and retailers report a 
growing call for builders’ hardware, roofing and other products re- 
quired by the building trades. Galvanized and corrugated steel sheets 
are moving steadily and sheet steel in genera! is commanding firmer 
prices on account of the heavy demands upon the mills for shipments 
into other lines. Products requiring brass and copper in their manu- 
facture have apparently become established at recent levels. In some 
cases hardware manufacturers made no changes in price because they 
were protected in their requirements at the old levels and were not af- 
fected by the fluctuations in the primary market, but other articles 
which were advanced a few weeks ago have receded to about the same 
levels which were recently in effect. Jobbers have announced prices 
for future delivery of denatured alcohol to be used as an anti-freeze in 
automobile radiators. These represent slight advances over last year. 

The continued high rate of steel operations is undoubtedly having a 
favorable effect upon the hardware business in this district. With mills 
committed through the remainder of the quarter in many products, job- 
bers occasionally have difficulty in getting shipments, but this only 
serves to hasten the movement of goods to consumers and has helped to 
create a firmer price situation in many articles into the manufacture of 
which steel enters. The first two weeks of May have brought little if 
any curtailment in the operation of finishing mills and the scarcity of 
semi-finished steel continues unabated. Tin plate manufacturers have 
stepped up operations to 100 per cent of capacity, reflecting the expected 
heavy requirements of the canning industry this season. Shipments 
of wire are showing further improvement, and while manufacturers’ 
wire is most active fence wire and kindred products are moving to the 
agricultural district much more freely than before. The heavy require- 
ments of the agricultural implement makers are being maintained. 


AUTOMOBILE TIRES AND TUBES. | ie tee be EA pee 
—There has been a slight improvement | “ Bolts.—All styles except stove and 
in the demand for tires and tubes since | tire bolts per 100 pieces, 60 per cent 
. oO ist; stove bolts, 75 anc 0 per 
the first of the month, but business | cent off list; tire bolts, 60 and 10 pet 
leaves quite a lot to be desired. Some} cent off OP ea <a “ 
talk of higher prices is occasionally | — Sen oF eer aes © 
heard and present quotations are firm. | Rivets.—Larger, $3.50 base per 100 
. pieces; small wagon and tinner’s riv- 
Mansfield tires, 4 ply balloon type, BUILDERS’ HARDWARE.—There is 


4 Gace deus tec a dy 4 considerable activity in butts and lock 
tubes, $1.70: 29 x 5.00, $9.90; tubes. sets largely because of the recent un- 
$1.75; | RP» Rgw od eo. So: settled condition in the primary mar- 
$11.75; tubes, $1.90; 28 x 5.25, kets for copper and brass. No fur-| 


fitee 8 512.25: Semen’ ther price changes have been received | 
29°x "5.50, $12.65; tubes, $2.25: by jobbers in this district and present 
Ds ye tet —_. quotations are expected to hold for | 
tubes, $2.25; 31 x some time. 
2.30; 32 x 6. 

‘gH oak Van ae “ptt JOBBERS’ QUOTATIONS TO RE- 
$16.95; tubes, $2.40; 33 x 6.00, $17.55: . 
tubes, $2.55. TAILERS, F.0.B. PITTSBURGH: 

Tire display racks, $10.00 each. Butts.—Ball tip, plated, dull brass 

Prices in all instances are each. and antique copper, less than case 
m lots in 3 x 3 in., $18.50; per 100 pairs: 
BOLTS, NUTS AND RIVETS.—The 3% x 3% in., $19; 4 x 4 in., $30. : 
aggregate movement of bolts and nuts| _, Hinges. Heavy strap, 6 in. $1.0 
is holding up well and business is re- extra heavy T, 6 in., $2.30; per doz.; 
ported to be considerably better than in en’ Sista nated due tak oe. 
previous years. Prices are holding box, 3 in., $9.60 per 100 pair; 4 in., 
and recent advances in large rivets eee 2, 3 in., $11 per 100 pair: 


have become well established. Hasps.—Hinges, without screws, 





single dozen lots, 3 in., 65c. per doz.; 
4 in., 79c. 6 in., $1.05; safety, 3 in., 
97c. per doz.; 4% in., $1.14; 6 in., 
$1.60 

Garage Sets.—Swinging hinges, 10 
in., $3 per set. 

Lock Sets.—Heavy beveled, brass 
inside, $17 per doz.; front door, $2.50 
per set; steel inside, $5.25 per doz.; 
front door, $1.65. 

DENATURED ALCOHOL. — Jobbers 
are now quoting prices for future deliv- 
ery for denatured alcohol to be used as 
an anti-freeze in automobile radiators. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. PITTSBURGH: 

In cents per gallon for No. 5, 188 
proof, 

———_——— De livery——--——. 
June 
and 

Drums May July Aug. Sept. 

L to 4..,.+ Ste. 60¢. 61e. 62c. 
®» to 9..+< S7e. d8c. 59e. 60c. 

10 to 19... 55e. 5b6c. 57¢c. 58e. 
20 and over 54c. dde. 56ec. 57e. 
FARM, GARDEN AND LAWN.—The 
late spring has been responsible for 


| holding up the demand for garden and 


lawn tools longer than usual. There 
is still some demand for these articles, 
and forks, rakes and hoes and other 
garden and farm tools are still in ac- 
tive demand. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Lawn Rollers.—No. 2, 175 lb., with 
water, $8.55 each; No. 4, 265 Ib., 
$10.15; No. 5, 26 vp anaes. ee. 7; 
420 Ib., $14.60; No. 9, 565 Ib., $16.50. 

Garden Hose.—250 to 500 ft. coils, 
% in., (4c. to 9c. per ft.; % in., 8c 
to 10%c.; % in., 9c. 12%c.; i 
it. lengths coupled ‘%e._ per 
higher; nozzles, Gem, $5.50 per doz.; 
Diamond, $4.50 doz.; Giant, $3.25 per 
doz.; reels, $1 to $4 each; Perfect hose 
couplings, $2 per doz.; Sherman hose 
couplings, $1.40 per doz.; Perfect 
hose menders, 25c. per doz.; hose 
nipples, $2.40 per doz.; hose adapters, 
$2.25 per doz. 

Forks, Rakes and WHoes.—Manure 
forks, No. 31, $13.63 per doz.; No. 
41, $15.24; spading forks, No. 84, 
$10.80 per doz.; No. 72, $14.28; garden 
rakes, No. 014, $5.64 per doz.; No. 512, 
$8.64; No. 514, $9; lawn rakes, No. 
124k, $5.50 per doz.; field hdes, $6 per 
doz. 

Barrows.—Garden, No. 81, $3.65 
each No. 82, $4.75; No. 83, $5: No. 
84, $7.75; No. 45, $4.50; No. 35, $5.75; 
No. 25, $6.25. 

Trowels.—Garden, No. 7, $1.40 per 
doz.; No. 803, 90c.; No. 809, $2: No. 
100, $3.50; No. 85, 80c.; No. 02, 75c. 

Grass Hooks and Shears.—Hooks, 
No. 7, $2.50 per doz.; No. 450, $4; 
German, $3.60; Engli $7. Shears, 
No. 360, $3 per doz.: ». 380, $3.60; 
No. 520, $5.50; No. 525, $7; No. 530, 
$5.50; No. 540, $6. 

Shears.—Pruning, No. 25, $2 per 
doz.; No. 0, $4.50; No. 533, $6.50; No. 
4671. $9; hedge. 8 in., blades, $1.25 
to $1.75 each; 9 in., $1.40 to $1.90; 
10 in., $1.60 to $2. 

Pruners. — Tree, Water, $1.30 to 
$1.60 each: Disston, $2 to $2.10: Rock- 
dale, $1.35 to $1.65; McKinney, $2.60 
to $3.60. 

Sprinklers.—Ring, 60c. each; Rain 
King, 2.60; Giant Rain King, $8.25; 
Pluvius, $1.25. 

Sprinkling Cans.—Galvanized, 4-at., 
$6 per doz.: 6-qt., $6.60; 8-qt., $7.50; 
10-qt., $8.40. 

Lawn Mowers.—12-in., $5 to $8.75 
each; 14-in., $5.25 to $13; 16-in.. $5.75 
to $13.50; 18-in., $8.50 to $14; 20-in., 
$10.50 to $15. 

Sprays.—Bordeaux mixtures, 1-lb. 
papers, 24c. per lb.; in 100-Ib. drums, 
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lv.; arsenate of lead, 1-lb. 


l4c. per 
per lb.; in 100-lb. drums, 


paper, 22c. 
l6c. per Ib. 


HOUSE CLEANING SUPPLIES —De- | | 
mand for these products has receded | 
since the first of the month, as the mov- | 
ing season in this district is at an end. | 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Mops.—O’Cedar, 334, per cent off 
list; cotton, best grade, No. 12, 4.50 
per doz.; No. 20, $6; No. 30, $10; No. 
36, $13. 50. Second grade, No. 12, 
$2.75; No. 20, $4.50; No. 30, $6.75; No. 
36, $8.40; No. 10 Betty Bright self 
wringing mop, $8 per doz.; No. 20 
Betty Bright mop cloth, $4 per doz. 

Chamois Skins.—12 x 14 in., $3.50 
per doz.; 13 x 17 in., $6; 14 x 18 in., 
$7.50; 15 x 20 in., $9.20. 

Waxes.—Johnson paste 
cans, 85c.; 2-lb. cans, $1.70; 
$3; 8-lb. cans, $6; Old English, 1-ib. 
cans, 85c.; 2-lb. cans, $1.70; 4-Ib. 
cans, $3; liquid wax, Johnson pints, 
75e.; quarts, $1.40; Old English pints. 
75c.; quarts, $1.40. Dealers’ discount, 
3344 per cent. 

Sponges.—According to size and 
quality, $2 to $9 per doz. Assortment 
of 22 sponges with wire rack, $6 per 
assortment. 

Wall Cleaners.— Smoky City anl 
Cleveland, 85c. per doz. cans; Climax, 
$1 per doz. cans; Perfection paint 
cleaner, $3.25 per doz. 

Step Ladders.—Standard full rodded 
we 28c. per ft.; extra, 40c. per 
Re 

Floor Polishers.—Universal electric, 
$20.65 each net; hand, $3.75 each; 
Old English, $2.60 each 

Carpet Beaters. — $1.10 
doz.; No. 4, $1.20. 


POULTRY SUPPLIES.—Business 


wax, 1-lb. 
4-lb. cans, 


: Justrite, 


keeping up at about the same rate | 
which has prevailed for several weeks, | 
and there is still a steady demand for | 
brooders, feeding troughs and kindred 


articles. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 
Incubators.—No. 1, $21 each; No. 
2, $24.50; No. 3, $32.55; No. 4, $38.50: 
No. 16E, $15.75; No. 17E, $21; all 
prices net. . 
Brooders.—No. 117, $10.33 each; No. 
118, $12.95; No. 119, 5.75; No. 80, 
$12.25; No. 81. $12.95: N 
No. 102, $22.50; all prices net. 
Fountains, Etc.—Fountains, 25c. to 
$1 each; feeding troughs, 20c. to 85c. 


| and is finding a steady market. 
| SHEET STEEL.—Prices are consider- | 


each; mash hoppers, $1.30 to $2.10 
each. 
Cel-O-Gilass.—In 100-ft. 


per sq. ft.; in 50-ft. rolls, 


sq. ft. | 
ROLLER SKATES.—Demand is con- 
fined largely to miscellaneous small or- 


ders, but has held up remarkably con- 


rolls, 12e. 
12\%4c. per 


| sidering the heavy buying earlier in the 
| season. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Roller Skates.— Union Hardware 
Co. line, No. 2, 70c. per pair; No. 3. 
75e No. 10, $1.05; No. 5, $1.45: 
Winslow line, No. 3814, $1.45; No. 38, 
$1.60; No. 38, rubber- tire, $2.50 per 
pair. 

Chicago, No. + $2.65, ~ — 
No. 183, $2.75; No. 185, A 75; 101, 
$1.32; Nos. 103 and 105, 


| SASH WEIGHTS.—Prices- are un- 


changed at $42 a ton, f.o.b. Pittsburgh, 
and there is little activity at this sea- | 


son. 


SCREEN WIRE GOODS.—Screen doors | 
and windows are moving exceedingly | 
well and there is a heavy demand for 
poultry netting. Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Screen Wire Cloth.—Black No. 12 
mesh, $1.85 per 100 sq. ft.; opal, No. 
12 me »sh, $2.10; bronze, No. 14 mesh, 
$6.75. 

Screen Doors.—2 ft. 8 in. x 6 ft. 8 
in., No. 241, $18 per doz.; No. 288, $24; 
No. 457-G12, $22; No. 315-Bl14, $42. 

Screen Windows.—Wooden frame, 
extension, 12-33, $3.50 per doz.; 15-33, 
$3.85; 18-33, $4.40; 24-33, $5.10. 

Hardware Cloth.—24 in. x 48 in.. 
No. 2, $4 per 100 sq. ft.; No. 3, $4.30; 
No. 4, $4.65; No. 6, $5; No. 8, $5.50. 

Poultry Netting.—Galvanized after 
weaving, 50 and 10 per cent off list. 


| SHEET METAL.—Sheet copper is un-| 
| changed following recent sharp reduc- | 
| tions and is still quoted at 27%c. per 


Ib. Sheet zinc is still quoted at 11'%c., 


ably stronger and sales are holding up | 


| well, particularly in galvanized and cor- | 
| rugated lines. 





WIRE 
weather has 
movement of barbed wire and wire fenc- 
| ing, but demand has held up well con- 
sidering 
provement in nail business is noted in 
some quarters. 
lished at recent levels. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Black sheets, No. 24 gage, in lots of 
1 to ¥ bundles, 4.15c. per Ib. 

Galvanized sheets, No. 24 gage, in 
lots of 1 to 9 bundles, 4.80c. per Ib. 

Blue annealed sheets, No. 10 gage, 
in lots of 1 to 9 bundles, 3.45c. per Ib. 

Galvanized corrugated sheets, No. 
28 gage, 2% in., $4.43 per square. 


PRODUCTS. — Unfavorable 
adversely affected the 


these things. A slight im- 
Prices are well estab- 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 


Fe nce Wire 


per r 100 Ib. 


Anne aled Galvanized 
3.45 


Barbed wire (per 80- rod spool): 
2-point cattle 
2-point hog 
{-point hog 
cattle 
cattle 


Woven 


1-point 
2-point 

Field 
rods): 
1047-11 . . $39.80 
1047- 9 : RGiwx , 55.80 
726-11 eo Wes 27.70 
726- 9 37.00 
939-11 35.80 
939- 9 19.20 
gage): 
. $36.50 

44.00 

49.50 


(special) 


Wire Fence (per 


Poultry and rabbit (No. 14% 
No. 1635 
No. 1948 
No. 2158 

Smaller 
No. 1736 ae nekads F 37.00 
No. 2048 . eiiacein Sihas bliin orbs, MC 
No. 2360 sceaalawe ka -... 52.00 
No. 2672 . 60.00 


Steel Fence 


mesh: 


Posts: 
Painted 
Angle Stee 


Galvanized 

Tubular 

.50c. each 

.55e. each 38e. 

7 ser 65e. each 40e. 
7% ft. 45e. 
Bright nails, base, per keg, $3 


each 
each 
each 


Northwest Hardware Trade. Benefits by 
National Clean-Up Week 


(Minneapolis office of HARDWARE AGE) 


MINNEAPOLIS, May 14.—Bank clearings during the past two 
months show a substantial increase over a like period of a year ago, 
and business in general seems to be on the upturn over the North- 


west tributary to the Twin Cities. 


Seeding is practically completed 


and spring work in all lines is well under way. Some jobbers report 
very good business in general lines with special demand for sea- 


sonal merchandise. 


National Clean-Up Week gave an impetus to 


sales of necessary materials which has had a very stimulating ef- 
fect on business in spring merchandise. 
Prices are steady, showing a firmness in line with the demand. 


AXES.—Sales are normal for this time 


of year, with prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Single bit, base weight, unhandled 
axes, $15 to $16.50; double bit, $20 to 
$21.50; single bit, handled, $19.50; 
double bit, handled, $24.25 doz. net. 


BOLTS. — Deliveries are 
with prices unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Carriage and machine bolts, 60 per 
cent; stove bolts, 75 per cent, and lag 


improving, 


| swing into the spring season. 


BUILDING PAPER.— 


| call. 





screws, 60 per cent from standard 
lists. 


BRADS.—Cadll for brads shows some 
improvement as _ building operations 
Prices 
are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Wire brads in 25-lb. box at 75 per 
cent from lists. 


Sales are slight- 
ly better, with stocks ample for present 
Prices show no changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Red rosin sized paper, all weights, 
$2.65 cwt., and tarred felt paper, 
$2.80 cwt., net. 


CHAIN.—Call for chains is fair, with 
prices unchanged. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Log — % x 14, $12.05; % x 14, 
18 , $8.60; proof coil chain, 
y% i .30; % in., $7.40; % in., 
$6.85; % in., $7. 79 cwt., net. 
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CHURNS.—Sales are fairly good, with 
no change in prices. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. TWIN CITIES: 
Barrel type churns, 3344-5 per cent 
from lists. 
EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Deliveries are show- 
ing a fair increase in this line as re- 
pair and new work gets under way. 
Prices are unchanged. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Eaves trough, 5 in., slip joint, sin- 
gle bead, galvanized, in crates, $5.25; 
6 in., $6.40; conductor pipe, 3-in., in 
crates, not nested, $4.90; 4 in., $6.85, 
per hundred feet; conductor elbows, 
3-in., $1.73; 4-in., $2.88 doz., net. 


LAWN MOWERS.—Interest in lawn 
mowers is beginning to be felt in re- 
tail stores. Sales, while not heavy, are 
indicating a good year for volume. 
Prices have not changed. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. TWIN CITIES: 
Pog i mowers, Philadelphia, Style 
A, 15-in., $15.75; 17-in., $17.85; 19-in., 
$19.95; Style K, 16-in., $14.30; 18- in., 
$15.40; 20-in., $16.50; Riverside, Ball- 
bearing, 16-in., $7.25; 18-in., $8.25 
each, net. 
MILK CANS.—Sales are showing some 
increase, with prices firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. TWIN CITIES: 

Milk cans, railroad, wide neck, 8- 
gal., $3.05; 10-gal., $3.15 each, net. 
NAILS.—Deliveries are showing a 
growing volume of business in building 
supplies. Stocks are ready for the call, 

with prices holding firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Standard wire nails and cement 
coated wire nails in 100-lb. kegs, 
$3.20 per keg, base. 
REGISTER AND RADIATOR 
SHIELDS.—Call for this line is normal 
for this time of the year. Prices have 
not changed. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Register shields, Gem, No. 1, floor 
type, $12; No. 10, floor type, $10; No. 
2, wall type, $6; and No. 20, wall 
type, $5.20. Prices are net to dealers 
per dozen. No. 1 and No. 2 are oxi- 
dized copper. No. 10 and No. 20 are 
black enameled. 


Radiator shields, Gem, adjustable. 





No. 1, $4; No. 7 -a, "2 “ok - , $4.50 

No. 3, $5; No. 4, $5; N $5.! 50; No. 

6, $6; No. 6-b, $8: No. os. 50; No. 8 

$7. These prices are 4st each and 

subject to dealers’ discount of 30 per 

cent. These models with water hu- 

midifiers are $1 extra each, list. 
ROPE. are normal, with prices 
firm. 


JOBBERS’ QUOTATIONS TO RE- 





TAILERS, F.0O.B. TWIN CITIES: 


Best grade manila rope, 7-16 in. and 


larger, 24c.; % in. and smaller, 25c.; 


best grade 'sisal, 17%4c. Ib., base. 
SANDPAPER.—Sales show a fairly 
good volume in this line. Prices are 
firm as quoted. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Best grade sandpaper, No. 1, 80c. 
per box of 75 sheets; second grade, 
No. 1, 67c. per box of 75 sheets; gar- 
net No. 1, $16.75 per ream, net. 


SCOOPS. —Demand is fair, with prices | 
unchanged. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Grain scoops, heat treated, size 6, 
$13.00; size 8, $13.50; size 10, $14.50; 
sory 12, $15.50; size 14, $16.50 per doz., 
net. 

SASH CORD AND WEIGHTS.—Call 
for these items is not heavy yet, but 
with a fairly good year predicted in the 
building line, sales will be plentiful. 
Prices are unchanged. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Sash cord, best grade, 65c. Ib. base, 
second grade, 38c. lb., third grade, 
36c. Ib., base, net, and cast iron sash 
weights, $1.85 cwt., net. 

SCREEN DOORS AND WINDOWS.— 
Demand is still light, with prices show- 
ing no changes. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Screen doors, common, 2-8 x 6-8, 
$1.70; fancy, 2-8 x 6-8, $2.05 each, 
net. 

Window screens, 
Continental, $9.75; 
doz., net. 

SCREWS.—Demand is fair, with stocks 
ready for a good season in the building 
line. Prices are unchanged. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Wood screws, flat head bright, 50 
per cent; flat head japanned, 35 per 
cent; round head blued, 40 per cent: 
flat head brass, 32% per cent: round 


head brass, 27% per cent from lists. 
SOLDER.—Deliveries show a fair de- 
mand, with prices unchanged. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 
Warranted half and half solder, 
3134c. Ib., and strictly half and half 
solder, 32%c. Ib., in 100-l1b. boxes, net. 
STEEL SHEETS.—Demand is fair, 
with stocks well filled. Prices have not 
changed. / 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. TWIN CITIES: 


24-in., 
$5.60 


extension, 
Wabash, 


Galvanized steel sheets, 24-ga. 
(base), $4.75; black steel sheets, 24- 
ga. (base), $3.95; Armco galvanized 
steel sheets, 24-ga. (base), $6.65 cwt., 
net. 


TIN.—This item is moving well, and 


prices are firm. 


} 


| 





JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. TWIN CITIES: 









Furnace coke tin, ICL, 20 x 28, 

$14.30 box, and roofing tin, 20 x 28, 

8 Ib. coating, IC, $15.50 box, net. 
WHEELBARROWS.—Barrows for do- 
mestic uses are selling well. Stocks are 
ample for the call. Contractors’ wheel- 
barrows are also making a good show- 
ing in sales. Prices have not changed. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. TWIN CITIES: 

Wheelbarrows, barrel type tray, 
best grade, $41.30; second grade, 
$34.70 doz., net; tubular, steel tray, 
$7.20; Gopher garden $3.75; American 
garden, $6.25 each, net. 
WINDOW VENTILATORS. — Sales 
show a good demand for ventilators, 
with stocks well filled. Prices have 
made some changes. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
DeFlekt-Air, No. 63 (6 x 33), $2.45; 
No. 87 (8 x 37), $3.45; No. 88 (8 x 48), 
$4.70, and No. 117 (11 x 37), $4.70. 
Continental wood frame cloth ven- 


tilator, No. V-836, $2.45; No. V-923, 
$2.50; No. V-937, 45; No. V-949, 
$4.70; No. V-959, $5.30;\ No. V-1537, 
$4.70; No. V-1549, $6.25. 


Continental metal frame cloth ven- 
tilators, No. 833, $2.80; No. 837, $3.45; 


No. 845, $4.40; No. 1137, $4.70; No. 
1145, $5.30; No. 1437, $5.95, and No. 
1445, $6.75. 


These prices are all net per dozen. 
WIRE.—Fence wire sales are showing 
good volume, with construction wire 
selling well. Prices show no changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Galvanized cattle barbed wire, $3.11 
per 80-rod spool; galvanized barbed 
hog wire, $3.34 per 80-rod spool; No. 
9 (base) smooth galvanized wire, 
$3.65 cwt., and No. 9 smooth black 
wire, $3.20 cwt. 


WIRE CLOTH.—Sales are still light, 
with stocks ready for the demand. 
Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Wire cloth, 12 x 12 mesh, black 
painted, $1.85 and 12 x 12 mesh, 
aluminum finish, $2.25 per 100 sq. ft., 
base. 

Bronze wire cloth, 14 x 14 mesh, 
$7 per 100 sq. ft. in full rolls, net. 


WRENCHES.—Sales are fairly good, 
with prices unchanged. 


JOBBERS’ eget aTions TO RE- 
TAILERS, F.O TWIN CITIES: 

Agricultural ped 60-10 per 
cent; key model wrenches, 54 per 
cent; engineers’ wrenches, 50-50 per 
cent, and Trimo pipe wrenches, 65 
per cent from list. Bemis Call 
long sleeve nuts, 10 in., $1.70; 12 in., 
$2.60; 15 in., $2.75 each net. 

Snap-on Wrenches. Radio and 
electric sets in metal cases, $2.75: 
No. 101 Master Service Sets, $13.75: 
No. 202, Heavy Duty Set, $3.80; No. 
404, Flexible Socket Set, $8; No. 608, 
Crankease Drain Plug Sockets, $3.20; 
No. 90, Square Socket Set, $3.70; No. 
1917, Giant Snap-on with extra heavy 
duty ratchet, $27.35 list, less 33% per 
cent discount. 
Crescent, 6 in., $5.65; 8 $6.96; 
and 10 in., $8.64 doz., net. 


in., 





Proof of the wide influence of 
is the following letter: 





Having received your magazine for April 18 
today, and a few others a week ago, indeed am 
very pleased with them. Coming across mention 
in the magazine I received today about “The 
Practical Use of the Drawlet Speed Pen,” I would 


HarpwWarE AGE 


to drop us a line. 


An Inquiry from a Reader in the Canal Zone 


like you to send me the address of these people 
or you may drop them a line for us telling them 


(Signed) 


P. O. Box 1385, Cristobal, C. Zone. 





Thank you. 


RICARDO L. WONG, . 
Wong, Chang & Co., Ltd., 
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Unseasonable Weather Retards Activity at 
Chicago—Some Prices Are Revised 


(Chicago office of HARDWARE AGE) 


CHICAGO, May 14.—Several days of chilly, damp weather resulted in 
somewhat curtailed buying in the Chicago trade territory. Business 
for the first quarter of this year was better than in the same period of 


1928, according to most local dealers. 


Chicago jobbers are likewise 


well pleased with sales totals for the first three months of 1929. Real 
summer temperatures accompanied by bright, sunny days would stimu- 
late the rather sluggish movement of some spring and summer lines. 
Tires and tuves, baseball goods, bicycles, bolts, builders’ hardware, 
chain, eaves trough, electrical appliances, field fence, files, fishing tackle, 
garden hose, window glass, golf goods, garden tool handles, lawn mow- 
ers, oil stoves, painting supplies, prepared roofing, screen wire, shear- 
ing machines, steel sheets and wheelbarrows are especially active at 


present. 


Local wholesalers have advanced heavy steel, beveled, inside sets 50c. 


per dozen and steel, bit-keyed front door sets are 5c. higher. 


sheets were advanced 25c. per cwt. 


by recent advances of manufacturers. 


Steel 
These revisions were necessitated 
Jobbers have also announced a 


reduction of about 5 points in brass screw prices, which returns them 
to the basis prevailing prior to the recent heavy advances. 

The steel industry in the Chicago area is in a flourishing condition 
with production averaging full capacity. Some forms of unfinished and 


semi-finished steel are difficult to obtain at this market. 


sheets and black wire were recently 


Prices on steel 
advanced by local mills. 


With collections averaging from fair to normal, the credit situation 


remains unchanged. 





AUTOMOBILE ACCESSORIES.—Bet- | 
ter weather for motoring has resulted 
in an improved demand for tires and 
tubes. Prices have remained unchanged 
for some time. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. CHICAGO: 
Spark Plugs.—Splitdorf for Fords, 
50c. each; regular, 58c. each; Cham- 
pion X, 45c. each; Champion Blue 


Box line, 58c. each; A. C., 53c. each; 
lots of 100, 50c.; A.C. Special Ford. 


36c. each. 

Spot Lights.—Appleton, No. 3280, 
$6.50 each. 

Chains.—Non-skid, dozen pair lots, 


35 per cent discoun t. 

Jacks.—National Standard, No. 
$1.30 each. 

Pumps.—Rose, 1% in. cylinder, $1.85 
each. 

Tires and Tubes.—Mansfield tires, 
30 x 3%, Liberty cord, $4.85; Mans- 
field heavy duty oversize, $6.50; Lib- 
erty, 32 x 4, $9.50; Mansfield heavy 
duty, 32 x 4, $11.50; Mansfield double 
service, 29 x 4.50, $13.25; 32 x 6.50 
$27.60. Tubes: 30 x 3%, Mansfield, 
$1.30 each; 29 x 4.40 Mansfield, $1.50 
each; 30 x 3% Liberty, $1.05 each; 
29 x 4.40 Liberty, $1.29 each: 32 x 
6.50, $2.70 each. 


BASEBALL GOODS.—Many dealers 
have found it’ necessary to replenish 
their stock of baseball goods at fre- 


21, 


quent intervals, which accounts for 
heavy sales. Prices are firm and un- 
changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Louisville Slugger Bats, $18.00 doz.; 


fficial ague_ Balls, Goldsmith No 
97, $16.50; Goldsmith Double-Play 
Fielders’ Glove (Horace Ford and 


Hughie Critz},~$6.00 each; Goldsmith 
Bear Cat Special Fielders’ Glove, 
$2.35 each. 





BICYCLES.—Sales are running ahead 





of the same time last year. Firm prices 
prevail. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 


Double Bar Motor-Bike Model. 
$26.26; ladies’ model, $25.90; girls’ 
and boys’ juvenile model, $23.60. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—Garden hose is very active. 
Local jobbers will soon be compelled 
to advance prices on sprinklers, noz- 
zles and couplings in line with recent 
manufacturers’ advances. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Good quality. molded garden hose, 


two braid, % in., 7c. per ft.; % in., 
8c. per ft. Molded hose, one braid, 
%-in., 64c. per ft.; %-in., 7%4c. per 
ft. Five ply, wrapped hose, %-in., 
9%c. per ft. Lawn sprinklers, Rain 
King, $28 doz.; Original, fountain 
sprinklers, $6 doz.; Rainbow, 38 in. 


high, $24 doz. . 


GLASS AND PUTTY.—Glass is in bet- 
ter demand. Dealer stocks should be 
kept up, as market is firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Single strength A, all brackets, 85 
per cent discount; single strength B, 
all brackets, 87 per cent discount; 
double strength A, all brackets, 85 
per cent discount; double strength B, 
all brackets, 87 per cent discount; 
putty, pure grade, $4.25 per 100 Ib.: 
commercial, $3.50 per 100 Ib. 
GRASS CATCHERS.—Sales are show- 
ing some improvement, but hot weather 
is needed to promote grass growth, 
which will result in a large demand. 
Prices are steady. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


| 
| 





Adjustable, galvanized bottom 
catchers for 14 to 10 in. mowers, 
$8.25 per dozen in full packages. 
Adjustable galvanized bottom catch- 
ers for 18 to 21 in. mowers, $9 per 
dozen in full packages. Adjustable, 
plain canvas bottom catchers for 12 


to 16 in. mowers, $5.90 per dozen; 
adjustable, plain canvas’ bottom 
catchers, for 18 to 21 in. mowers, 


$7.60 per dozen. 


GOLF GOODS.—Daylight saving time 
has resulted in increased demand among 
Chicago and suburban dealers. Matched 
sets are very active. Wood clubs with 
steel shafts appear more this spring, 
though a good demand exists for steel 
shafted irons. Prices are without 
change. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Hillerich & Bradsby Matched Wood 
Clubs, No. 3A, $30.00 set; Grand Slam 
Irons, chromium heads, $4.00 each: 
Lo-Skore Wood Clubs, rustless 
shafts, $3.65 each; Lo-Skore Irons, 
hickory shafts, $2. 35 each; Competi- 
tion Clubs, nickel plated heads, 


aluminum cap grip, $1.35 each; Com- 
munity Clubs, Woods and Irons, 80c. 


each; Crawford-McGregor Uni-Sets, 
$22.50 to $28.50 set; Crawford-Mc- 
Gregor Duralite Matched Irons (6 in 
set), $36.00 set; Silver King Golf 
Balls, $7.50 doz.; Royal Golf Balls, 
$6.50 doz. 


HAMMERS AND HATCHETS.—Prices 
are unchanged and very firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Hammers.—First quality 10 oz. 
nail hammers, $12 doz.; 16 oz. ma- 
chinists’ hammers, first quality, $9.20 
doz.; competitive grade, 16 oz. nail 
hammers, $6 to $8 doz. 
Hatchets.—First rr hg hatchets, 
No. 2 shingling, $12.50 doz.; first 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 
shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HANDLES, AGRICULTURAL.—Gar- 
den tool handles are especially active 
and the quality grades are being pre- 
ferred. Firm and unchanged prices 
prevail. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Handles, Agricultural.— Hay fork 
handles, straight, chucked and bored, 

4 ft., $2.40 per doz.;: 414 ft., $2.70 
per doz.; XX 4 ft., $3.90 per doz.; 
41% ft., $4.20 per doz. Ash fork 
handles, bent, chucked and bored, X 
4 ft., $2.90 per doz.; 4% ft., $3.20 
per doz.; ash hay fork handles, bent, 
with strap, ferrule and cap, X 4 ft., 
$4.90 per doz.; 4% ft., $5.25 per doz.; 
XX 4 ft., $6.15 per doz.; 4% ft., 
$7.10 per doz.; bent manure fork 
handles, roe X 4 ft., $3.05 per doz.; 
4% ft., $3.40 per doz.; XX 4 ft., $4.65 
per doz.; 4% ft., $5 per doz.; bent 
manure fork handles, with strap, 
ferrule and cap, X 4% ft., $5.25 per 
doz. ; 4 ft., $6.65 per doz.; 4% 

ft. 37. 10 ye doz.; garden hoe han- 
dles, X 4% ? ft., $2.60 per doz.; XX 
4% ft., ee per doz.; rake han- 
dies, X 5, 3.55 per doz.: XX 
5% ft., $5.65 eae doz.: shovel handles, 
regular pattern, X 410 ft., $4.25 per 
doz.; XX 4% $5.95 per doz.; D 
shovel handles, $5.25 per doz.: 
xXxXxX, wood D spade 
handles, X, $4.90 per doz.; D shovel 
handles, X. L. D. L. top., $4.45 per 
doz.; Sturd-E top, $4.50. 


HANDLES, HICKORY.—Sales are 
very good, especially on the higher 
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grade lines. Prices have a firm tone, 
but with no recent changes. 
JOBBERS’ QUOTATIONS 1 TO RE- 


TAILERS, F.O.B. CHIC 

Handles, Hickory.—No. 1 hickory 
ax handles, $4 per doz.; No. 2, $3 per 
doz.; tinest selection second growth 
white hickory handles, $6.50 doz.; 
special white second growth hickory, 
$5 doz.; No. 1 hatchet and hammer 
handles, 90c. doz.; second growth 


hickory hatchet and hammer han- 
dles, $1.75. 


ICE CREAM FREEZERS. — Hot 
weather is needed to produce genuine 
activity. Four and six quart sizes are 
the popular sellers. No changes have 
been made in the season’s prices. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 

White Mountain.—1 qt., 
qt., $5.65; 3 qt., $6.75; 4 qt. 
qt., $10.45; 8 qt., $13.50; 10 qt., $18; 
12 gt., $21.55; 15 qt., $25.60; 20 qt., 
$33.20; 25 qt., $42.60. Each list price. 
Dealers’ discount on White Mountain 
Freezers is 50 per cent from list. 

Arctic.—1 qt., $4; 2 qt., $4.60; 3 qt., 
$5.55; 4 qgt., $6.80; 6 qt., $8.60; 8 qt., 
$11.10. Each price list. Dealers’ dis- 
count on Arctic freezers is 50 per 
cent from list. 

Alaska-Grey Goose.—1 qt., $3.60; 2 
qt., $4.20; 3 qt., $5; 4 qt., $6.15; 6 qt., 
$7.80; 8 qt., $10.10; 10 at., $13.50. 
Each price list. Dealers’ discount on 
Alaska-Grey Goose freezers is 33% 
per cent from list. 

Auto Vacuum.—l gqt., $3.50; 2 qt., 
$4; 3 qt., $5; 4 qt., $6. Each list price. 
Dealers’ discount on Auto Vacuum 
freezers is 33% per cent from list. 

Acme.—2 qt., bright galvanized, 
$8 per doz. net; 2 qt., blue enameled, 
$10 per doz. net; 4 at., blue enameled, 
$18 per doz. net. 


LAWN MOWERS.—Demand is very 
good and current sales are ahead of last 
year’s. It is improbable that prices 
will change before July 1. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


16 in. ball bearing, 5 knife, 11 in. 
wheels, $12 each; 16 in. ball bearing, 
4 knife, 10% in. wheels, $9.25 each: 16 
in. ball bearing, 4 knife, 10 in. wheels, 
$7 each; 16 in. ball bearing, 4 knife, 
8 in. wheels, $6.75 each; 16 in. plain 
Sensing. 3 knife, 8 in. wheels, $5.25 
each. 


NAILS, WIRE AND STAPLES.—Price 
trend continues strong. Sales and ship- 
ments are better than for many months. 


JOBBERS'’ Beret eNs TO RE- 
TAILERS, F.O.B. CHICAGO: 

L.c.l, quantities common wire and 
cement coated nails, small orders out 
of Chicago stock, $3. 20 per keg base. 


$4.85; 2 
» $8.25; 6 


ae shipment price is $3.05 base. 
Carload (36,000 Ib.) base for mill 
shipment, still lower. Steel cut nails, 


base. 

No. 9 black annealed wire, $3.20 per 
100 Ib.; No. 9 galvanized, plain wire, 
$3.75 per 100 Ib.; catch weight spool 
galvanized cattle or hog wire, $3.80 
per 100 1lb.; polished fence staples, 
$3.55 per 100 Ib. 


PAINTS AND OILS.—Sales are large. 
Dealers report a brisk paint demand 








| on warm, sunshiny days. 








prices are firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Linseed Oil Raw.—Barrel lots, 87c. 
per gal.; 5 barrel lots, 80c. per gal. 

Linseed Oil, Boiled.—Barrel lots, 
a per gal.; 5 barrel lots, 82c. per 
gal. 

Denatured Alcohol. — Barrel lots, 
63c. per gal.; steel drums, extra, $6, 
returnable. 


Turpentine.—Drum lots, 73c. per 
gal., net. 

White Lead.—i100 lb. kegs, $13. 50 
ewt.; 50 Ib. kegs, $13.75 cwt.; 25 Ib. 
1 $13.75 cwt.; 12% lb. kegs, $14 
cwt 

Shellac (4 \Ib. cuts).—White, $2.58 
per gal. in barrel lots; orange, $2.26 
per gal. in barrel lots. 

English Venetian Red.—In barrels, 
5%4c. per Ib.; in 100-Ib. lots, 6%c. 
per Ib. 

lots, 74%4c. per 


Dry Paste.—Barrel 
Ib. 


PREPARED ROOFING. — Unusually 
active sales are reported; prices un- 
changed here, though manufacturers 
are making some advances. 


JOBBERS’ peli & TO RE.- 
TAILERS, F.O.B. CHICA 

Best grade, slate pe ara Ceciiaee 
roofing, $1.95 per square; medium 
grade, slate surfaced, $1.80 per 
square; best grade, talc surfaced, 
2.10 per square; medium grade, talc 
surfaced, 1.30 per square; light 
grade, tale surfaced, 90c. per square; 
red rosin sheathing, $50 per ton. 


ROLLER SKATES.—An excellent de- 
mand still prevails, though sales are 
tapering off somewhat. Factories are 
in better shape. No price changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Union Hardware, boys’, $1.40; 
Union Hardware, girls’, $1.50 

Chicago: No. .30; No 103, 
$1.40; No. 105, 1.46; No. 181, ‘$2. 65; 
No. 183, $2.75; o. 185, $2.75. 


ROPE.—Prices announced for May and 
June are unchanged. Early demand for 
hay rope is good. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Best manila, standard brands, base, 
22c. per lb.; No. 2 manila, 20c. per 
Ib.; finest sisal, lic. per Ib.; No. 2 
sisal, 14%c. per Ib. 


SASH WEIGHTS.—Sales are season- 
ably activ~ and prices are without re- 
cent change. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Less than carload tn 2 “a per ton. 
Carload lots, $36 per ton 


SCREEN WIRE AND POULTRY 
NETTING.—Prices are steadier and 
season deliveries are now in maximum 
volume. A local jobber is featuring 
25 foot rolls for the dealer to sell by 
the roll in competition with mail order 
prices. 


JOBBERS’ QUOTATIONS ad RE.- 
TAILERS, F.O.B. CHICAGO 


White lead | 












12 cloth, 


$1.95; 


mesh, painted screen 
14 mesh galvanized, $2.65; 14 
mesh bronze, $6.60 per 100 sq. ft.; 
galvanized, before poultry netting, 
50-10-5 per cent discount. 


SCREENS (WINDOW AND DOOR).— 
Sales are very heavy, with regular sea- 
son prices continuing firm. Demand is 
increasing for doors and screens fitted 
with galvanized rust resisting cloth. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 

Doors, 2-ft. 8-in. x 6-ft. 8-in., No. 
296, $22.60 doz.; No. 311, $26.80 doz.: 
Extension Screen, No. 1833, $4.20 
doz. 


SCREWS.—Prices on brass screws 
have been put back to the basis ruling 
before the last recent advance. Sales 
about normal. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 


Flat bright screws, 45 per cent: 
round head blued, 40 per cent; flat 
head brass, 37% per cent; round 
head brass, 32%, per cent. Larger 
orders 10 per cent less. 


SHEARING AND CLIPPING MA- 
CHINES.—Sales to date are a little 
ahead of last year. Prices are un- 
changed, being well established at pres- 
ent figures. 

JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.O.B. CHICA 

Stewart, No. 1 clipping machine, 
$14 list; one man power shearing ma- 
chine, $27.50 list; top plates, No. 90 
and 360, $1.50 each; bottom plates, 
No. 99 and 361, $2 each. Dealers’ 


discount, 30 per cent. Stewart Elec- 
tric clipping machines, pedestal type, 
$80 list; shearing machines, $95 list. 
Dealers’ discount, 25 per cent. 


SOLDER AND BABBITT.—Sales are 
about normal. No price changes. 


JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.0.B. CHICAGO: 
Warranted 50-50 solder, $33 per 100 

lb.; medium 45-55 solder, $32 per 100 


lb.; tinners 40-60 solder, $30 per 100 
Ib.; high speed babbitt metal, $20 
per 100 Ilb.; Standard No. 4 babbitt 
metal, $12 per 100 Ib. 


STEEL SHEETS (FLAT OR CORRU- 
GATED).—Sales volume is good, with 
local prices advanced 25c. per cwt. 
Manufacturers’ sales continue on % of 
1 per cent cash discount basis, while 
local jobbers are using the old regular 
2 per cent, 10 day terms. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

24 gage galvanized sheets, $4.90 per 
100 Ib.; 24 gage black sheets, $4.05 
per 100 Ib. 


WHEELBARROWS.—A good demand 
exists for all types, at unchanged 
prices. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Light steel leg, steel tray barrows, 
$3.75 each; Contractors’ barrows, 4 
cu, ft. capacity, $6 each. 





Building Up 
Utensil Sales: 





There are good profits in selling kitchen utensils and if the hardware 
dealer fails to build up this end of his business, he is overlooking a 
bet. Dealers who are not using the direct mail pieces furnished by 
the leading utensil manufacturers are not getting the most out of their 
opportunities. One Pittsburgh hardware store did $18,000 in utensils alone last year by 
direct mail selling and by always having something special to offer in kitchen utensils. 
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Satisfactory Movement of Seasonal Lines 
Reported from Cleveland 


b ; , . | CHAINS.—Business is about normal. 
CLEVELAND, May 14.—Business with hardware jobbers is good | 


and shows a gain over April. 


very satisfactory volume and staples are moderately active. | 
tools, lawn mowers, grass shears and weeders are among the more | 
In sporting goods there is good call for fish- 


active seasonal lines. 


(Cleveland office of HARDWARE AGE) 


ing tackle and golf goods, and baseball goods are moderately active. 


Builders’ hardware is not very active. 


Cold and rainy weather has 


hampered retail sales of spring merchandise somewhat. 


Few price changes are reported. 
However, the extreme prices on these have been withdrawn 


butts. 


Weakness developed recently in 


and the market has been established at prices somewhat lower than 


recent regular quotations. 


change from recent quotations. 


Prices have been named for fall ship- 
ment on velocipedes, coaster wagons and scooters and jobbers have | 
commenced to take orders for that delivery. 


The prices show little 


Collections, which improved lately, are very satisfactory. 


AUTOMOBILE TIRES AND TUBES. , 
—Tires are moving fairly well. Spark | 
plug week has stimulated the demand | 
for spark plugs, which are very active. | 
Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: } 
Tires and Tubes.—Mansfield tires, 
30 x 3% Liberty cord, $4.85; Mans- 
field heavy duty oversize, $6.50; Lib- 
erty, 32 x 4, .50; Mansfield heavy 
duty, 32 x 4, $11.50; Mansfield double | 
29 x 4.50, eS 32 x 6.50, 
. Tubes.—30 x 34, Mansfield. 
1.30 each; 29 x 4.40, Mansfield, $1.50 | 
each; 30 x 3% Liberty, $1.05 each; 
29 x 4.40 Liberty, $1.29 each; 32 x 
6.50, $2.70 each. 


AXES.—A moderate volume of business 
is being taken for fall shipment. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CLEVELAND: 

First grade single bitted, rustless, 
black finished handled axes, $19.50, 
base, per doz.; unhandled, $15.50 per 
doz.; double bitted, handled, $24.50 
per doz.; double bitted, unhandled, 
$20 per doz.; 60c. increase for dozen 
lots weighing 42 to 48 lb. and smaller 
advance for each 6 Ib. additional 
weight increase. 


BATTERIES.—There is an appreciable 
decline in the demand for radio bat- 
teries. 

JOBBERS’ QUOTATIONS TO RE- 





TAILERS, F.0.B. CLEVELAND: 
B and C Radio Batteries 

Unit Broken 
Packages Lots 
$1.22 
1.40 
2.06 
2.53 
3.00 
486 2.97 3.20 
Dry Celi A batteries, No. 7111, 
35%c. in standard packages; 40c. in 
broken lots; Columbia igniter dry 
cell batteries, 32 in standard 


packages; 36c. in broken lots. 


BINDER TWINE.—Buying has de- 
clined, as most of the business has been 
placed for the season. Jobbers took a 
good volume of business. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Standard binder twine, $5.73% per 
50 Ib. bale; white sisal, $5.73% per 
bale; second quality standard, $5.36%4 





600 ft. lengths, $6.73% 
fine, 650 ft. lengths, 
$7.30 per bale. No difference in price 
between 5 lb. and 8 lb. balls. Five 
per cent discount if paid by June 1. 


per bale; fine, 
per bale; extra 


. B. factory, Chicago and Au- 
burn, N. Y., 11%c. per bale less than 
above prices. 


BOLTS AND NUTS.—Following a/| 
slight lull, the demand has improved. 
Prices are firm. 


JOBBERS’ QUOTATIONS TO aoe 
TAILERS, F.O.B. CLEVELAND 

Machine and carriage bolts, cut 
thread, hot pressed and cold sunchel 
nuts and lag screws, less than case 
lots, 60 per cent off list; bolts with 
rolled thread, % in. x 6 in. and 
smaller, 60 and 10 per cent off list: 
additional discount of 10 per cent is 
allowed for full case lots of one size. 
Stove bolts, 75 and 10 per cent off 


list; semi-finished nuts in bulk, 60 
per cent off list; 54 per cent for 
packages. 

BUILDERS’ HARDWARE. — Sharp 


price concessions developed in this mar- 
ket during the past week or two on 
butts. The extreme prices have now 
disappeared and the market is estab- 
lished at reductions from the prices 
that were recently prevailing. The 
differential between 3 in. and 3% in. 
butts has been eliminated. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CLEVELAND: 


In case lots, lock sets, $5 per doz.; 
heavy -strap hinges, 6 in., $1.55 per 
doz.; 8 in., $2.40 per doz.; extra heavy 
T hinges, 6 in., $1.80 per doz.; 8 in., 
$2.70 per doz.; 10 in., $4.25 per doz. 

Butts, case lots, 3 in. and 3% in., 
lic. per pair; 4 in., 19c. per pair; 
for less than case lots, all sizes are 
2c. per pair higher. Butts with sand 
blasted finish are 4c. per pair higher. 

Ornamental hinges, standard finish, 
$1 per doz.; nickel finish, $1.20 per 
doz.; sand blast finish, $1.15 per doz. 


CELL-O-GLASS.—This is more active 
than recently. Jobbers are now taking 
orders for fall shipment at the price 
that has eg for some time. 


JOBBERS’ QUOTATIONS TO RE- 
TAILER F.0.B. CLEVELAND: 


Cell-O- Glass in 100 ft. rolls, 12c. 


Seasonal merchandise is moving in | 
Garden | 


| changed, although 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 


Coil chain, 3-16 in. $11.85 per 100 
Ib.; %4 in., $10.75 per 10u Ib.; 5-16 in., 
$9.25 per 100 Ib.; % in., $7.85 per 100 
lb. Cow ties, No. 14, $2. 75 per doz.; 
No. 15, $2.50 per doz. Tie-out chain, 
60 per cent off list. 


CORRUGATED ROOFING. — Roofing 
steel is in good demand. Prices are un- 
jobbers’ prices on 


| sheets have been advanced. 





per = ft.; glass cloth in 100 vd. 
rolls, 24c, per sq. yd. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0O.B. CLEVELAND: 


28 gage corrugated roofing, 26 in. 
wide, $3.97 for 14 in., and $3.92 for 
2 in., for 10 squares or more. 


| FERTILIZERS.—The demand is easing 
| off. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CLEVELAND: 

Old Gardner fertilizer, 100 Ib. bag, 
$5; 50 Ib. bag, $3; 25 Ib. bag, $1.75: 
10 Ib. bag, 85c.; 5 Ib. bag, 50c.; 1 Ib 
can, 25c. Above prices waldinet to 
33% per cent discount. 


GLASS BAKING WARE.—This is not 
an active item at present, although 


| sales are about normal for this time of 


the year. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CLEVELAND: 


Casseroles.—Round or oval, 1 at., 


$1; 1% qt., $1.17; 2 qt., $1.33; square 
1.17; casseroles with fancy covers, 
35c. higher. 
Pie Plates.—8 in., 50c.; 9 in., 60c.; 
10 in., 67¢. 
Bread Pans.—No. 212, 60c.; No. 214, 
rgutility, Dishes.—No. 231, 67c.;: No. 
Teapots. 2 cups, $1.67; 4 cups, $2; 


6 cups, $2.33. 


LANTERNS.—These are rather quiet. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Victor hot blast lanterns, $8.50 per 
gloz. ; Blizzard, $13.25 per doz.; D-Lite, 
$13.25 per doz.; large fount, D-Lite. 
$14.50 per doz.; Little Wizard, $9 per 
doz.; same with red or green gold, 
$11 per doz. 


LAWN GOODS.—Brass lawn goods are 
now in fairly good demand. While the 
advance in copper has caused an ad- 
vance of manufacturers’ prices ad- 
vances by jobbers have not yet become 
general. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Perfect clinching hose couplings, 
$1.90 to $1.95 per doz.; female ends, 
$1.30 to $1.35 per doz.; hose menders, 
80c. per doz.; Rainbow nozzles, $3.80 
to $3.85 per doz.; Crown lawn sprin- 
klers, $5.75 to $6 per doz.; Crescent 
sprinklers, $5.65 to $5.90 per doz. 


LAWN HOSE.—Jobbers are now get- 
ting some business from late buyers. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CLEVELAND: 


2-braid molded uncoupled hose, 
in., 6%c. per foot; in., 74c. per ft.; 
¥% in., 81g. per ft.; coupled hose is 
Wwe. pre ft. higher. 


NAILS AND WIRE.—The demand is 
fairly good, although not as heavy as 
usual at this time of the year. Prices 
are firm. 
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JOBBERS’ QUOTATIONS TO RE- PRUNING SHEARS.—Light shears per lb. for factory shipment and 23c. 


per lb. for stock shipment; sisal rope, 


TAILERS, F.0.8. CLEVELAND: are in good demand. The call for heavy 16c. per lb. for factory shipment and 


Nails.—Factory shipment, car lots, 


$2.75 per keg; less than car lots for shears for tree pruning is about over. 16%c. for shipment from stock. 


es, and = a a3. gl 
eg; other products for stock ship- 
ment, No. 9 galvanized wire, $3.40 TAILERS, F.O.B. 
per 100 lb., No. 9 annealed wire 


Pexto shears, No. 85, $21 per doz.; 


JOBBERS’ QUOTATIONS | TO RE- SASH WEIGHTS.—These are rather 


CLEVELAND: quiet. 


2.95 per 100 Ib.; polished fence No. 50, $6.50 per doz.; No. 5, $3.85 per JOBBERS’ QUOT AE Be % RE- 


$2. “ 
staples, $3.40 per 100 Ib.; galvanized doz.; No. 505, $8.50 per doz.; No. 140 


TAILERS, F.O CLEV 


fence staples, $3.65 per 100 lb.; coated rose shéars, $4.80 per doz.; Wiss Sash weights, P36 per cone for mill 


nails, $2.85 per keg. 


shears, No. 109, $28 per doz. shipment, $34 per ton. 


Barbed Wire.—Lyman, 4-point cat- PREPARED ROOFING.—A great deal | SHEETS. — Jobbers have advanced 


tle wire, $3.17 per 80-rod spool; hog 


wire, $3.44 per 80-rod spool. of roofing is being shipped against old | prices $3 a ton on galvanized sheets to 
PAINTERS’ SUPPIAES.—Turpentine | orders, but new demand is slow. $4.60 per 100 lb. Some steel jobbers 
is somewhat higher and other prices are JOBBERS’ QUOTATIONS TO RE- are asking $3 a ton more for less than 


unchanged. Business continues good, Popular grades, 


TAILERS, F.O.B. 


CLEVELAND: 
light, 88c. per roll; 10 bundles. 


although bad weather has interfered medium, $1.15 per roll; heavy, $1.30 JOBBERS’ QUOTATIONS T TO RE- 


with outside painting. per roll. 


JOBBERS’ QUOTATIONS TO RE- RADIO EQUIPMENT.—Tubes are a 


TAILERS, F.0.B. CLEVELAND: 


per roll; slate surface roofing, $1.99 TAILERS, F.O.B. CL 


24- oo galvanized sheets, 34. 60 per 
00 Ib. 


Mixed paints, first quality, $2.60 little more active than recently. Prices STOVE BOARDS.—These are not mov- 


per gal. for colors and $2.75 to $2.80 are unchanged. 
for white. 


ing very well. 


Turpentine, in barrels, 70%c. per JOBBERS’ SucTa eee F TO RE- JOBBERS’ QUOTATIONS TO RE- 


gal.; less than bbl., 85%c. per gal. TAILERS, F. 
Linseed oil, in bbls., 874%4c. per gal.; Tubes, CX No. 
less than bbl., $1. 02% per gal. 326, 2; CX No. 
White lead in 100 lb. kegs, 13%4c. 380, $3.50; CX 
per lb.; in 50 and 25 Ib. kegs, 13%c. Dealers’ discount 
per Ib.; in 12% lb. kegs, 14%c. A 35 per cent. 


ND: TAILERS, F.O.B. ra pet agg 
112A, $2. No. Wood lined crystal stove boards, 
327, a on No. 24 in. sq., $11.65 per doz.; 26 in. sq., 
No. 371A, $2.50. on 80 per doz.; P49 - sq. 14816. 7 or 

Scien doz n. sq., per doz. n 
icacthmeasiiaiaaes Sa. $26.10 per’ doz.: 18 x 30 in., $13 
per doz.; 20 x 30 in., $15.70 per doz.; 


ib. Quantity discounts, 500 Ib. to 1 ROLLER SKATES.—Jobbers are now 24 x 36 in., $17.40 per doz.; 30 x 38 


ton, 10 per cent. One ton or BT 


10 per cent and 4 per cent. taking orders for fall shipment subject 


Enameling lacquers, $1.20 to $1.65 


per at. to prices that will 


in., $22.30 per doz.; paper lined, 18 in. 

; 24 in. sq., $7 per 
be named later. a - 8q., $10 er dos. 18 x 24 
in., $9.75 


POULTRY NETTING AND WIRE] Allens F.0.8) CLEVELAND: pe doz; 30 x 26 in., $13.86 per ‘doz, 
CLOTH.—Wire cloth is in good de- Union Hardware Co. skates, ball STOVE PIPE AND ELBOWS.—These 


mand. Poultry netting is quieter than No. 6, $1.50 per 
recently. 75e. per pair. 
JOBBERS’ QUOTATIONS TO RE- per pair; No. 183, 


bearing, Nos. 4 and 5, $1.42 per pair; 


Chicago roller skates, No. 181, $2.65 


are still in fair demand for fall ship- 
ment. 
JOBBERS’ QUOTATIONS TO RE- 


pair; No. 3 plain, 


$2.75 per pair: No. 


TAILERS, F.0.B. CLEVELAND: 185, $2.75 per pair; No. 101, $1.32 per TAILERS, F.0.B. CLEVELAND: 


Poultry netting, galvanized after pair; Nos. 103 pow’ 105, $1.37 per pair. 


weaving, 50 and 10 per cent off list: 
galvanized before weaving, 50, 10 ROPE.—tThis is 
and 10 per cent off list. 

Wire cloth, per 100 sq. ft., 12-mesh 


6 in., 20 gage stove pipe per crate 
of 25 joints, $3.28 for factory ship- 
in steady demand. ment and $3.55 for stock shipment. 


Prices are unchanged. Same, 26 gage, $3.90 for factory ship- 


ment and $4.25 for stock shipment; 


black, $1.95; 14 mesh, galvanized, JOBBERS’ QUOTATIONS TO RE- 6 in. corrugated elbows, $1.30 per 





$2.60; 14 ——. bronze, $6.10; 16 mesh TAILERS, F.O.B. 


CLEVELAND: crate for factory shipment and $1.40 





bronze, $6.50. Best grade manila rope at 22%c. for stock shipment. 
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International Silver’s New Window Display Material 


signed by the same artist who has been producing the 
company’s current illustrations. The two smaller cut- 
outs of the pirate girl and the small trademark card 
complete the set. The silverware chests were designed 
in Paris and have a modernistic appeal, yet without any 
sense of freakishness. 


Four modern display pieces are included in the new 
display material now being distributed by the Interna- 
tional Silver Co., Meriden, Conn. The illustration shows 


the material used in a window display and is suitable , 


for hardware stores. 
The large cut-out, finished in eight colors, was de- 
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@ THe REMINGTON NEWS LETIER@® 


AN OLD FASHIONED STORE 














SAY , JCE, You REMEMBER THOSE 

OLD FASHIONED HARDWARE STORES ? 

HERE'S ONE I WANT You To see — 
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THERE You ARE - STOVES Down y 
rem Caster AND SHOWCASES AND 
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I DIDN'T KNOW THERE WERE 
ANY STORES 
Like Yours 
ANY MorE ! 
Tite BEr 
WITHOUT 
LOOKING 
Tt CAN TELE 
You WHAT 
BRAND OF 
AMMUNITION 
Yoo CARRY. 
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HARDWARE AGE for MAy 16, 


1929 





Hardware Volume in Missouri Valley 


Ahead of 1928—Outlook Good 


(Kansas City office of HARDWARE AGE) 


KANSAS CITY, May 14.—Though continued cool, wet weather has been 


retarding current hardware trade, 
brighter. The eastern part of the 


farmers have been unable to get into their fields. 


the general picture could hardly be 
Kansas City territory is soaked and 
The muddy condition 


of the dirt roads has kept country people from town and hardware 


salesmen from making the rounds with their usual facility. 


planting has been postponed week 


Nevertheless, it seems likely all this excessive moisture will stand 


the farmer in good stead later on 


Out in the western wheat belt there is scarcely a flaw in the situation. 
The saturated fields virtually assure a bountiful wheat yield upon which, 


in this section, so much depends. 


Despite the retardment of daily orders, 
ahead of 1928. Though some wholesalers are inclined to complain 
about the braking effect of the weather on business, their relative posi- | 
tion is splendid. One jobbing house in the Missouri Valley reports a 


volume advance in April of 35 per 


typical of what the other houses are doing. 
Electric goods are moving in fair volume. 

Cutlery is a bit slow. Any item with a copper or brass con- 

stituent tends to advance in alignment with the advancing copper and 


active. 


brass market. 


Every single line of sporting goods is increasingly active. 
bers report they have sold more sporting goods to date this year than 
they moved throughout the whole of 1928. The quality trend through- 
out the entire range of sporting merchandise continues steadily up- | 


ward. 


Missouri, Kansas and the neighboring States in the mid-continent 
region are emulating California in pursuit of outdoor life. 
are attracting both local and distant tourists. 
Camp equipment is moving briskly. One Kan- 
sas dealer ordered a thousand dollars’ worth of camp cots last week. 


in it has its “patrons.” 


AXES.—Only a limited interest is 
shown in this line; no price changes. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

First quality, single-bitted unhan- 
dled axes, 3 to 4 1 $14.50 base: 
handled, $18.75 to $20.50 base. 

BUILDERS’ HARDWARE.—Though it 
is frequently asserted that the cities 
are “over-built,” construction activities 
continue in the urban centers, though 
perhaps not at such a rapid pace as for- 
merly. Work in the country and the 
smaller towns, however, reflects in- 
creased activity in building. The pres- 
ent movement in builders’ hardware is 
satisfactory and the outlook seems 
bright for the future. Prices firm. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Case lots of 2% x 2% steel butts, 
old copper and dull brass finish, 
$19.25 a hundred pair; 3% x 3%, $20 
a hundred pair; 4 x 4, $27 a hundred 
pair; heavy steel bevel inside sets, 
case lots, $5.50 per doz.; steel bit- 
keyed front door sets, $18 per doz. 
set; wrought bronze metal, $2.25 per 
set; cylinder front door sets, wrought 
bronze metal, $6.50 per set. 

CARRIAGE AND MACHINE BOLTS. 
Business is brisk and the volume curve 


continues upward. Prices are steady. 


Crop- | 
after week. 


when the rainfall is less plentiful. 


hardware volume is well 


cent over March. That is probably 


Washers are especially 


Most job- | 


The Ozarks 
Every stream with fish 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. MISSOURI RIVER 


| CROSSINGS: i 

Small carriage, rolled thread, 50- 
10-10-5 off list; small carriage cut 
thread, 50-10-5 off list; large carriage 
cut thread, 50-10-5 off list ; small 
machine rolled thread, 50-10- 10-5 off 
list; small machine cut, 50-10-5. off, 


from list as of April 1, 1927. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Orders are still plentiful and 
the market figures remain steady. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. MISSOURI RIVER 


CROSSINGS: 

28 gage, 5 in. lap joint eaves 
trough, $4.75 per 100 ft.; 28 gage, 3 
in. conductor pipe, $5 per 100 ft. 


LANTERNS.—Volume is fairly good, 
considering the approach of the season 
of longer days and shorter nights. 
Prices steady. 


JOBBERS’ averse TO RE- 
TAILERS, F.0.B . MISSOURI RIVER 
CROSSINGS 

Dietz line of tubular lanterns; Hot- 
blast, Little Star, $8.00 .; hot- 


it, 

2. 50 per doz.; hot-blast, No. 
10.00 per doz.; cold- blast, Junior, 
.75 per doz.: cold- blast, Junior 

brass, $16.00 per doz.; cold- blast, 

Junior brass, nickel-plated, $20.25 per 

doz.; Junior wagon Fe 3 with 

bull’ 'seye lens, $17.7 per doz.; 

Eureka driving a nal with plain 

lens, $19.50 per doz.; Eureka lanterns 

with optical lens, $21.00 per doz.; No. 

15 wall lanterns, $35.00 per doz.; Im- 








Reading matter continued on page 50 


perial platform lanterns, $15.00 per 
doz.; No. 1 Climax platform lanterns, 
$6.00 per doz. 


| MILD STEEL BARS.—Active move- 


ment continues with no sign of a set- 
back. Prices are somewhat firmer. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O. B. MISSOURI RIVER 
CROSSINGS 

Bars, shapes and 
$3.56 per cwt. base; 
and shapes, $3.66 per cwt.; mild steel 
bands, 3-16 and lighter, $4.21 per 
cwt.; steel hoops, $4.66 per cwt.; re- 
inforcing bars, $3.40 per cwt.; cold 
rolled round shafting, $4.16 per cwt.; 
cold rolled square bars, $4.66 per cwt. 


NAILS.—Orders are being booked al- 
most feverishly, despite market weak- 
ness. Though prices are being shaded 


small angles, 
structural sizes 


| rather recklessly, a steadying influence 


is beginning to register. Virtually all 
the demand calls for immediate deliv- 
ery. Volume is well ahead of that for 
1928, and jobbing stocks are showing 
signs of depletion. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Common wire nails, $3.35 per keg, 
base (see new extras). 


OIL.—There is plenty of movement and 


| conditions indicate an increasing vol- 


ume. Neither linseed oil nor turpentine 
figures are any too strong; turpentine 
is down a cent and a half. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Raw linseed oil in steel-drum lots, 
90c. per gal.; boiled linseed oil in 
steel-drum lots, 93c. per gal. Tur- 
pentine, pure gum spirits, in steel- 
drum lots, 69c. per gal. 


POULTRY NETTING.—Demand con- 
tinues extremely active. Every indi- 
cation shows expansion in the poultry 
industry which is doing much to 
brighten the picture for the hardware 
merchant. More firmness is discernible 
in the price situation. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 

Poultry netting, Bg geen before 


weaving, 50-10-5 list; galvanized 
after weaving, 50-5 off list. 


ROLLER SKATES.—tThis is described 
as the best roller-skate season on rec- 
ord, so far as actual movement is con- 
cerned. Prices, however, continue 
highly competitive and not at all to 
the liking of the wholesale fraternity. 


JOBBERS’ oyetee TO RE- 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 

Chicago lines: Nos. 103 and 105, 
1.40 per pair; No. 101, $1.35; No. 185, 
2.75; No. 183, $2.75; No. 181, $2.65. 

Union Hardware line: No. 4, $1.65 
pet Fg in quantities, 55 to 99 pairs, 
$1.55; 100 or unre $1. +. Same prices 
on No 5. o. 6, $1.75 per pair; in 
quantities, és to 99 ame $1.65; 100 
or more, $1.55; No. 130 rink skates, 
$1.98 per pair; No. 130L, ladies’ rink 
skates, $2.11 per pair. 


ROPE.—Demand is strong and so is 
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“*Quality leaves 
its imprint” 





AY 


utilizes idle floor space 


Several small rooms quickly converted into 
one large assembly hall 


R-W Compound Key Veneered 
Doors have laminated stile and 
rail core construction. Extra 
heavy sawed veneer is applied 
by the exclusive tongue and 
groove method. The result is a 
combination of beauty and 
sturdiness that lasts for decades, 
free from warping, swelling, 
shrinking, etc. 





8 


Bottom roller for 

FoldeR-Way 

doors, beautiful 

brass finish or dull 
black. 








Additional space for extra large 
gatherings is a frequent and 
urgent need in churches, com- 
munity centers, auditoriums, 
lodge halls and clubs. But the 
cost of idle floor space prevents re- 
serving a room exclusively for such 
occasions. Several smaller rooms 
must be thrown into a single large 
assembly hall. 

This problem is adequately met 
by R-W FoldeR-Way partition 


AHangver tforany Door that Slides 


. . AURORA, ILLINOIS, U.S.A. 





New York . 
Boston Philadelphia Cleveland C 


door equipment, engineered to 
fill any and all requirements. 
Rapid, noiseless operation of the 
doors was an essential feature 
specified by the architect of the 
Denver Y.W.C.A. FoldeR-Way 
filled the bill with complete satis- 
faction, as illustrated. Perfect 
alignment and smooth, silent, 
easy moving, trouble-free opera- 
tion are assured by FoldeR-Way. 
Write for R-W Catalog No. 43. 


6. 


Chicago 
St. Louis New Orleans Des Moines 





Minneapolis Kansas City Atlanta Los Angeles San Francisco Omaha “Seattle Detroit 


Montreal 


+ RICHARDS-WILCOX CANADIAN CO., LTD., LONDON, ONT. - 


Winnipeg 
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the market; prices are up two cents a 
pound. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Highest quality manila rope, stand- 
ard brands, 24c. per lb., base; No. 2 
manila, standard brands, 22c. per Ib. 
base; No. 1 sisal rope, highest qual- 
ity, standard brands, 20c. per Ib.; 
No. 2 sisal rope, standard brands, 
15%c. to 17c. per Ib., base. 


SASH WEIGHTS.—Considerable vol- 
ume is developing in this line, though 
margins are reported unattractively 
narrow. Prices have dropped ten cents 
per cwt. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

In one-ton lots or more, $1.80 per 
cwt.; less than ton lots, $1.90 per cwt. 


SCREWS.—Business is good and the 
market is advancing. 


JOBBERS’ QUOTATIONS TO RE- 
F.O.B. MISSOURI RIVER 


TAILERS, 
CROSSINGS: 

Flat head bright screws, 45-20 
per cent off list; round head, blued 
screws, 40-15 per cent off list; flat 


head brass screws, 32%-15 per cent 
off list; round head brass screws, 
27%-15 per cent off list. 


STORAGE BATTERIES.—Volume is 
holding up well; radio batteries are es- 
pecially active. Prices are fairly firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Automobile, 6 volt, 11 plate, heavy 





standard terminal, $9.10 each; 6 volt, 
13 plate, $10.75 each; 12 volt, 7 plate, 
$12.85; 6 volt, 11 plate, thin, stand- 
ard terminal, $7.35; 6 volt, 13 plate, 
thin, for Ford and Chevrolet, $8.05. 


TIRES.—Business is improving with 
the advance of the season toward sum- 
mer. Prices continue rather weak. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Mansfield automobile, covered by 
standard aaa 30 x ay _—. 
heavy duty cord, s.s., cl., $7.25; 31 x 
4, $11.40; 32 x 4, $12.10; 133 x 4, Bay Np 
32 x 4%, $15.95; 33 x 4%, $16 4 

t Balloon, 29 x 4.40, cen 
-90; 30 x 5.25, $12.50; 
; 31 x 6.00, $17.10; 33 
x 6.00, $18. Trucks, 32 x 4%, 

20.55; 83 x 444, $21.30; 30 x 5, 
32 x 6, $32.40; 36 x 6, 10 ply, 46.60: 
34 x 7, $60.15; 40 x 8, 12 ply, $91.60. 
(All foregoing prices subject to 5 per 
cent trade discount.) 


TUBES.—tTrade is on the up-curve. 
Competitive conditions still rule the 
market. 


JOBBERS’ oe typ ted Ee ays | TOR 
TAILERS, F.O.B. MISSOURI RIVER 


CROSSINGS: 

Mansfield, 30 x 3%, heavy duty, 
tan, $15.60 per doz.; 31 x 4, tan, $12 
per half doz.; 33 x 4, tan, $13.20 per 
half doz.; 32 x 4%, tan, $15 per half 
doz.; 33 x 4%, tan, $15.60 per half 
doz. Balloon, 29 x 4.40, heavy duty, 
$18.60 per doz.; 30 x 5.25, $12.90 per 
5 x 6.00, $14.70 per half 
doz.; 33 x 6.00, $16.60 per half doz. 
(All foregoing prices subject to 10 
per cent trade discount.) Special 
brand tubes, 30 x 3%, 55 to 70 gage, 
2%-in. pole, reinforced valve base, 





vulcanized splice, full size valve, 75c. 
each; 29 x 4.40, 92c. eac 
VENTILATORS.—tThis line shows less 
activity, in conformity with seasonal 
conditions. No price changes. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 


CROSSINGS: 
Continental, metal frame, No. 833, 


1.50; No. 837, $4.75; No. 845, $5.20: 
0. i137 $5.50; No. 1145, $6.30; No. 
1437, $7.30; No. 1445, $8.10. Prices 


are a. doz., net. 
Continental, wood frame, No. V836, 

$3.60; No. V923, $4.05; No. V937, 

No. V949, $6.10; No. V959, $6. 4s! No. 

V1537, $5. 85; No. 1549, $7. 80. Prices 
are per doz., net. 

Wurldbest, list prices, No. 2, $2.50 
each; No. 3, $3 each; No. 4, 3.50 
each; No. 5 A, $4 each; No. 6 A, $4.75 
each; No. 6B, $5 each. These list 
prices are subject to dealer’s discount 
of 33% per cent. 

WHITE LEAD.—Demand is fairly 
heavy. Price advances are said to be 
hovering. Market stiff. 

I ey gg QUOTATIONS TO RE- 

peek tt F.O.B. MISSOURI RIVER 
CROs NGS: 

White lead, 13%c. per Ib. 
dredweight lots. 

WIRE CLOTH.—Second-order business 
is good. Prices are somewhat stronger. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Black wire cloth, 12 mesh, $1.85 per 
100 sq. ft.; galvanized, 12 mesh, $2.10; 
14 mesh, $2. 55; 16 mesh, $2.85. Bronze, 
14 mesh, $6. 50; 16 mesh, $6.90. Cop- 
per, 14 mesh, $6; 16 mesh, $6.25. 


in hun- 





Boston Jobbers Report More Active 
Hardware Market—Collections Poor 


(Boston office of HARDWARE AGE) 


BosTon, May 14.—Local jobbers report business has picked up 
remarkably well since weather conditions have become more set- 
tled. The weather improvement has given the retail trade more 
confidence and buying has been fairly good, although many retail- 
ers report that their purchases in certain lines are heavier perhaps 


than current consumer interest warrants. 


been very good in this territory. 


Collections have not 


Following the reductions that have been made in other copper 
and brass products recently, brass screws have dropped, consequent- 
ly the cost to the retailer is just about the same as it was on March 


1 last. 


Shellac is 10c. a gallon cheaper than heretofore, and one 


style of a popular selling bathroom scale has been reduced 2.50 per 


list price. 


Belated reductions on padlocks, night latches and rim 


locks and advances on snow shoes are announced by Boston jobbers. 





AIRCRAFT TOYS.—Young America is 
showing an increased interest in all 
things pertaining to airships and fly- 
ing, and jobbers have stocked up with 
aircraft toys in anticipation of a good 
business. 

JOBBERS’ QUOTATIONS. TO RE- 


TAILERS, F.O.B 

Spirit of St. Louis.—No. 950, $1 
each list; No. 951, $1.50; No. 952, $3; 
No. 953, $5. 


Flying Pianes.— No. 955, $1 each 
list; No. 956, $1.50. 

Hangar Sets.—No. 958, $1 each list. 
- Beacon Lights.—No. 959, $3.75 each 
st. 
Construction 
+4 “. each list; 


Sets.—Zeppelin, No. 
No. 961, $1.50; No. 


"Fescmant —3314 per cjent. 





AUTOMOBILE 


quantities. 
selling particularly well. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON 

Tires.—Mansfield line, heavy duty, 
straight side, 30 x 3% in., $8. -” each, 
list; 31 x 4 in., $10.80; 3 in., 
11.50; 33 x 4 in., $12.10; 32 x 4% in., 
15.55; 33 x 5 in., $21.15; 35 x 5 in., 


4.40-19, $7 each list; 4. 40-21, 
$7.40; 40 30 = 4.50-21, $8.25; 30 x 5.00-20 
10.20; 31 x 5.00-21, $10.65. Discount 
7% per £4, 


Reading matter continued on page 52 


ACCESSORIES.—Lit- 
tle change is noted in the automobile 
accessories field. The demand for tires 
and tubes is fairly good, but the aver- 
age retail dealer is ordering in small 
Other accessories are not 





Tires. ie line, balloon, six- 
ply, 30 x 4.50-21, $11.05 each list; 30 x 
5.25- %e $14.30; 30 x 5.50-20, $1 6.05; 35 
x 6.00-23, $19. Discount, 7% per cent. 

Tubes.—Mansfield line, 12 to the 
earton, 27 x 4.40-19, $15.60 per car- 
ton list; 30 x 4.50-21, $18. Discount 
10 per cent. In less than carton lots, 
10c. per tube should be added to the 
cost. 

Tubes.—Mansfield line, six to the 
carton, 30 x 4.75-21, $9. 90 7 —— 
list; 31 x 5.00-21, $10. 50; 5.25- 


20, $11.40; 29 x 5.5 S290; 30 x 
5.50- 20, $13. ay 30 "6.00-18, $12.90; 
6.00-19, | $13.20; 32 x 6.00-20, 


313. $0; 33 x 6.50- 21, $16. 50. Discount 
10 per cent. In less than carton lots 
yee. per tube should be added to the 
st. 
CLAM DIGGERS.—Hardware dealers 
located at points along the Atlantic 
Coast are ordering in clam diggers. It 
is evident they carried over small stocks 
last year. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON 
Clam Diggers. — No. 417, 16 in. 
handle, $12.55 per doz. net; No. 0026, 
26 in. handle, aa 60; No. 000PL, 26 
in handle, $15.3 
CLOTHES DRYERS. — A somewhat 
broader market for clothes dryers is 
noted by both jobbing houses and retail 
dealers. This is a time of year when 
_ should be pushed. 
OBBERS’ QUOTATIONS TO RE- 
TAILER S, F.0.B. BOSTON: 
Clothes Dryers. — Standard 
No. 12, $6.75 each net. 
COD LINES.—Jobbers have booked 
quite a few orders the past week for 
cod lines. Retailers are said to be car- 


make, 








Combine Convenience 
and Selling Action 


To help you to secure more hack saw sales a 
convenient as well as attractive counter dis- 
play—a silent salesman—has been designed 
by SIMONDS, The Hack Saw Makers. 
You can place it on your counter or case as 
illustrated here, or, if you prefer, it is just as 
effective if placed in the trays. 

This is a display card in colors, stocked with 
24 blades. You sell these blades from the 
card and when they are disposed of you can 
replace the display (card and blades) with a 


fresh one. 


Keep SIMONDS HACK SAW BLADES be- 
fore your customers and you will secure the 
profit consistent with the big demand for these 
hack saw blades. 


Ask your jobber about this. 


Simonds Saw and Steel Co. 
Established 1832 “The Saw Makers” 


Hardware Dept. Fitchburg, Mass. 
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HARD EDGE-f#W 
HACK SAW BAD ees 


Gast ie 
3S Se they wear longer. 
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rying small stocks. Public buying is | 


picking up. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. BOSTON | 
Cod Lines.—No. 2500, $2. 40 per doz. 
net; No. 40, $4.25; No. 50, $6.40; No. } 
30, $2.15 
COTTON WASTE.—Demand for cotton 
waste is normal. Contrasted with a | 
year ago, local jobbing prices are about | 
1c. per lb. lower. 
JOBBERS’ QUOTATIONS TO RE- | 
TAILERS, F.O.B. BOSTON 
Cotton Waste.—lIn five pound bags, 
22c. a lb. net; in 10 lb. bags, 20c.; 
in 50 lb. bales, 18c. White, in 1 Ib. 
cartons, 24c. a package. 
FANS.—Weather conditions have been | 
somewhat against the sale of electric 
fans, yet a surprisingly large number | 
of retailers have covered their summer | 


requirements and others have signified | 
their intentions of doing so within the 


future. 


JOBBERS’ yp TO RE- 
TAILERS, F.O.B. BOSTON 

Fans. Stiectri * Polar ( ‘ub, 
lots of less than 12, 6 in. 


near 


Junior, 


in station- 


ary, $2.45 each net; new model, 6 in.. 
$2.75; No. B61, 8 in., $2.80. Less 
than six, No. B62, 9 in., $3.70; No. 
B68, 10 in., $4.55. Oscillating, in lots 
of less than six, No. B64 


FLOWER BOXES.—Demand for flower | 


boxes is beginning to pick up. Some 
jobbers did an excellent business the 
past week. Retailers in general had a 
good season last year and carried over 
little stock. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON 
Flower Boxes. ~—iaivanined steel, 24 
in., $10.60 a doz. net; 30 in., $13.90; 
36 in., $20.90. 
FLY SPRAY, ETC.—Bookings by job- 
bers of fly spray and sprayers so far 


this year have been satisfactory. The 


popularity of spray is fast displacing | 


the call for fly papers, ribbons, etc., and 
some jobbers have discontinued to carry 
the latter. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON 

Sprays. — Standard cl in % 
pint containers, $2 per doz. net; in 
pint containers, $4; in quart contain- 
ers, $6; in gallon containers, $20. 

Sprayers. —Midget, No. 335B, $2 per 
doz. net; Cyclone, No. 333, $3. 40; eal 
vanized, No. 326G, $3.75; galvanized, 
No. 347, $3.40; continuous, No. 332T, 
$5.75; Acme, $4.50. Compressed air, 
galvanized, No. 400, $3.40 each net, 
brass $6.25. Brass spray pump, $3.50; 
bucket spray pump $3.05; Acme pow- 
der gun, $13.50 per doz. 


FREEZERS.—The largest retail dis- 
| tributors of freezers have already cov- | 


| ered their 1929 requirements. Jobbers 
| are endeavoring to round up the rest of 
their customers, but because of the cool 
weather it is difficult to work up much 
enthusiasm among retailers. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON 


White Mountain Preenere—2 qt., 
$5.65 each; 3 qt., $6.75 each; 4 at., 
$8.25 each; 6 qt., $10.45 each; 8 qt., 
$13.50 each, and 10 qt., $18 each. 


These are list prices and are sub- 
ject to dealers’ discount of 40 and 10 
per cent. 
HU LLERS.—Although it is a 
early for the native crop, New England 
is getting a lot of fresh strawberries 
from the South, and a demand for 
| hullers has developed as a result. 
JOBBERS’ On: TO RE- 


TAILERS, F.0.B 
Hullers. — Strawberry, 
makes, $3.40 per gross net. 


standard 


| 
| MOPS AND WRINGERS.—As might | 
be expected at this season of the year, | 


all kinds and makes of mops and 
wringers are attracting more and more 


| attention each week. Jobbers are pre- | § 
| easier, jobbers having reduced prices 


| pared to make prompt deliveries. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 

Mops.—Letty Bright self-wringing 
mop, No. 10, $8 per doz. net; Betty 
Bright mop cloth, No. 20, $4. 


Mfg. Co., jobbers have 
| prices on night latches, which show an 
| average drop of approximately 10 per 
cent. 

JOBBERS’ gpl TO RE- 


TAILERS, F.O.B OST 

| Night Latches. — Yale & Towne 

| Mfg. Co. line, No. 42, $2.36 each net; 
No. 042, $1.85; No. 040, $1.85; No. 
0343, $1.85; No. 44, $3.03; No. 042RB, 

} $1.85; No. 33, $1.31; No. 36, $1.49; No. 

| 26, 6ic.; No. 20, 9ic. 

| Rim Dead Locks. — No. 10, $3.69 

| each net; No. 2, $2.03. 


into effect new prices on the Yale & 
Towne Mfg. Co. line of padlocks, based 
on new lists issued a week or so ago. 
The new prices show declines approxi- 


items. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 
Padlocks. —Yale & Towne Mfg. Ce 
| line, No. 223, 35c. each net; No. R1,, 
43c.; No. 225, 42c.; No. 235, 35c ge 





little | 





324, 45c.; No. 326, 55c.; hg 563, 68c.; 
No. 803F, $1.12; No. 813, $1. 33; No. 
822, $1.43; No. 833, $1.65; No. 843, 
$1.81; No. 853, $2.02; No. 863, $2.36; 
No. 833%, $1. 81; No. 84314, $1.99; No. 
85314, $2.18; No. 863%, $2.25; No. 
lag 95c.; No. 1671V, 33c.; ; No. 2375, 
6c. 


SCALES.—Landers, Frary & Clark 
have reduced the price of bathroom 


| scales from $15 each list to $12.50, mak- 


|ing the net cost to the retail dealer 
| $8.45. 

| SCREWS.—Brass screws, recently ad- 
| vanced, have been reduced an equal 


amount, consequently the cost to the 


| retailer is back where it was about the 


| NIGHT LATCHES.—Conforming to re- | ‘UT€TS: 


cent lists issued by the Yale & Towne | 
issued new | 


PADLOCKS.—Jobbers also have put | 


mating 10 per cent on a majority of | 


first of March. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON 
Wood Screws.—From aon. flat 
head bright, 45 and 10 per cent dis- 
count; round and oval head bright, 
40 and 10 per cent; flat head blue, 
45, 10 and 5 per cent; round head 
blue, 40 and 10 per cent; flat head 
hot galvanized, 17% per cent; flat 
head copper plated, 22% per cent dis- 


count; round head copper plated, 
221%, per cent; flat head brass, 37% 
and 10 per cent; round and oval 


head brass, 32% ‘and 10 per cent. 
SHELLAC.—The market for shellac is 


approximflately 10c. a gallon. 


SNOWSHOES.—Conforming to new 
lists recently issued by the manufac- 
jobbers have adjusted their 
prices for next season. Prices in some 
instances are a little higher. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. BOSTON 
Snowshoes. — Not 
pers, 13 x 48 in., $6.84 pe 
in., rr’ 7; 12 x 42 in., 
10 x 36 in., $4.34 
VENTILATORS. — New prices have 
been issued on window ventilators, 
which show a slight reaction. Recent 


inshadiine slip- 
r pair net; 
$6; 


| cool nights have helped the sale of such 
| merchandise. 


JOBBERS’ ap TO RE- 
TAILERS, F.O.B. BOS 
Ventilators.—De- Fiekt- oy No. 63 


(6 x 33), $2.45; No. 87 (8 x 37), $3.45; 
No. 88 (8 x ee $4.70, and No. 117, 
(11 x 37), $4.70 
Continental wood frame cloth ven- 
tilator, No. V-836, $2.45; a ae 
923, $2.50; No. V-937, 3.45; No. V- 
949, $4.70; No. V-959, $5.30; No. V- 


1537, $4.70; No. V-1549, $6.25. 
Continent, = frame cloth ven- 


tilators, No. 833, $2.80; No. 837, $3.45; 
No. 845, $4. 40: No. 1137, $4. 70; No. 
1145, $5.30; No. 1437, $5. 95, and No. 
1445, $6.75. 


These prices are all net per dozen. 





Much leisure time 


Just ask the busy 





If you want to get a favor done 

By some obliging friend, 

And want a promise, safe and sure, 
On which you may depend, 

Don’t go to him who always has 


But if you want your favor done, 


The man with leisure never has 
A moment he can spare, 

He’s always “putting off” until 
His friends are in 


THE BUSY MAN 


to plan, 


man. 


despair. 


But he whose every waking hour 
Is crowded full of work, 

Forgets the art of wasting time— 
He cannot stop to shirk. 

So when you want a favor done 
And want it right away, 

Go to the man who constantly 
Works twenty-four hours a day. 
He’ll find a moment sure, somewhere, 
That has no other use, 

And fix you while the idle man 

Is framing an excuse. 





—Selected. 
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We hope there are 
plenty of flies and 


mosquitoes this year 
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. «. - because they’re the best screen cloth sales- 





men you've got. 






The people who thought they could get 






along for another season with their old, rust- 






ed-out iron screening are losing patience just 





about now. The more flies there are, the - 





quicker they’ll come to you to get some 
Bronze Screen Cloth* — the screening that gives sure and permanent protection against insects 


. . . because Bronze Screen Cloth can’t rust. 


*Chase Bronze Screen Cloth is woven in our own mill from genuine Chase Bronze Wire. It is uni- 
form in mesh, with rigidly interlocked cross wires. It can’t rust — never needs painting. Each roll 
carries the distinctive Chase-mark — your guarantee of satisfactory quality. 

And — by the way — we have prepared an attractive display and measuring card about Chase 
Bronze Screen Cloth. If you haven’t received one already, send for one. It’s free for the asking. 


CHASE 


CHASE BRONZE SCREEN CLOTH 


Chase Brass > Copper Co., Incorporated, Waterbury, Conn. And quick service on pick-ups through the nearest 
of our 13 warehouses in New York, Boston, Newark, Philadelphia, Baltimore, Cincinnati, Cleveland, 


Detroit, Chicago, St. Louis, New Orleans, Los Angeles, San Francisco. (Also Branch Offices in Rochester, 
Pittsburgh and Dallas.) 
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Open Display Table Speeds Up Sales 
of Ordinary Bolts 


By Mrs. J. A. MORROW, Hahira, Georgia 


ROM my earliest years | can | 
Pvccat how my father, a farmer | 
in the northern section of | 
Georgia, used to buy bolts; he bought | 
bolts as regularly, even more so than | 
my mother bought pins, and often | 
used it for an excuse to drive over to | 
town to “get a few necessary bolts.” | 
I knew that my father was no ex- 
ception; that all men had the bolt- 
buying habit more or less, and soon | 
after I began working in the hard- | 
ware store, of which my husband is | 


manager, I saw that “we’ were 
not selling enough bolts to the far- 
mers (our business being located in 
a good agricultural section of South 
Georgia), and began to study the 
bolt situation from the dealer’s 
standpoint. 

The store had a very handsome, 
up-to-date bolt cabinet, well filled with 
a well-selected assortment of various 
sizes and lengths of bolts and the 
calls for bolts were occasional. But 
that bolt cabinet was more ornamental 
that it was serviceable, for the ser- 
vice it was rendering was certainly 
not sales service. 

Another clerk and I designed a 
“self-seller” bolt table, about 30 in. 
sq. This was converted into 5-in. 
bolt trays on the top and three suc- 
ceeding rows of boxes with some 
larger trays in the middle and lower 
sections. We displayed bolts in these 
trays for every farm use imaginable, 
and especially those used for plows 
and other lightweight farm machin- 
ery, placing it on the right entrance 
to the store’s front door. Like a 
child who sets a trap for birds and | 
then stands so close to it that the | 








| came in after the table was placed 


| especially rushed that day and had 


birds are afraid to come near, we 
watched that “‘self-sale” bolt table, but 
men are not like birds; they like 
“bait.” But the first customer that 


was a lady. Alas, our hopes van- 
ished. Her husband, a farmer, was 


sent her to town for a few necessary 
articles, and after buying those and 
turning to go her eyes rested for a 
moment on the new and attractively 
painted “self-sale” bolt table. Walk- 
ing up to it she said: “This reminds 
me; I have been needing a few bolts 
for quite a while and never could | 
think of them when I was in town,” 
and began her selection. That bolt | 
table has been as popular as a free | 
watering trough on a warm summer 
day. 

Bolt sales increased 20 per cent the 
first month and have steadily in- | 











creased until bolt sales now more than 
double former sales when the bolt 
cabinet was relied upon wholly. We 
sell so many bolts that sometimes. 
even we wonder what can possibly be- 
come of all the bolts we sell, but this 
is easily explainable: Women never 
stop to pick up a pin that is dropped 
and men never go back and remove 
bolts from old, discarded farm tools, 
and hence there is a three hundred 
and sixty-five day’s demand for bolts 
on most farms, and the “bolt busi- 
ness” has become fascinating, for it 
has been made profitable. With each 
succeeding day we find that farmers, 
mechanics, saw mill men,* etc., are 
ever “bolting” something together, 
and our “self-sale” bolt display table 


| has “bolted” us to greater success, 
| and we pass the idea on to other 
| dealers who may find their bolt sales. 


short. 
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ACK home when I was a boy I used to stop at the 
blacksmith shop and watch Ed Gray fashion horse- 


shoes. I used to wonder why Ed with 
experience had remained a_ blacksmith. 


One day I discovered the answer. On 
is necessary, perhaps, to remove scales 
anvil three times to every blow on the 
averaged less than one in three because 


THREE OR ONE? 


all his years and 


three chances to cool down so that following blows were 
less effective than they should have been. 

The only blows that count are those that hit; and when 
you have once warmed up a prospect, hammer home the 


sales talk until you have his mind molded in line with 


e hit on the anvil 
—but Ed hit the 
iron. In fact he 
he gave the iron 


the way you want 


him to think and answer. Isn't that 


what Blacksmith Ed proved? 
Think it over in terms of your own prospects and sales. 
—Meredith’s Merchandising Advertising. 
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OLLING UP 
NEW 
SALES 
RECORDS... 


HEN a lighter lights without effort-—and 
lights every time (as a Ronson De-light 





does)—you naturally expect it to outsell all other 
lighters—to lead the field right from the start. 

And that’s precisely what Ronson De-light is 
doing—showing its heels to the entire lighter 
market . . . rolling up new sales records. 

More than a million Ronsons sold last year... 
sold over the counter, on simple action and slim 
beauty of design. This year—with vigorous, arrest- 
ing advertising flashing the word of Ronson merits 
from coast to coast—sales are shooting skyward. 

Beauty and performance tell. You can’t get 
away from that. And they’re telling a mighty 





sweet story of profits to the wise merchants who 
handle Ronsons. 

How about you? Are you getting your share of 
these phenomenal sales? If you haven’t Ronsons, 
phone your jobber now. Don’t let any more pre- 
cious time slip by. . 

Art Metal Works, Inc., Aronson Sq., Newark, 
N. J. In Canada: Dominion Art Metal Works, 
Ltd., 64-66 Princess Street, Toronto, Ontario. 


RONSON 
Lelight | 


by ne” will be T i" ' WO R L D ’ S G R EAT FE S T L| G H TE R 
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ALL STEEL DISPLAY RACK 
OFFERED FREE 10 RETAILERS 


WHO PURCHASE AN ASSORTMENT OF 
UNION TOOLS AND 
RIGHT REPAIR HANDLES 

| 


THE UNION FORK & HOE CO. | 


COLUMBUS, OHIO «<r FRANKFORT, N.Y. 
























































When You Go Fishing — 


you don't use just one hook on your line—you use 
four or five—because you'll catch more fish. 


To Sell MORE 
Farm and Garden Tools 


Show more tools—more kinds of tools—and 


you'll SELL MORE. 


The UNION Display Rack 


attractively displays nineteen farm and garden 
tools; is brilliantly finished in three colors; light 
in weight ; easily movable; and occupies less than 
five square feet of floor space. 


Figure It Out for Yourself 


Write for details for securing a Union Display Rack 
FREE 


THE UNION FORK & HOE CO. 
COLUMBUS, OHIO 
Manufacturers of a Complete Line of 


Forks, Rakes, Hoes & Special Purpose Tools 











Can the Lone Retailer Survive? 
(Continued from page 35) 


The mass merchandisers know where they stand at all 
times. 

They scientifically determine the salability of their 
goods, and they scientifically manage their stores. The 
independent dealer cannot successfully compete with 
the mass merchandiser unless he adopts those scientific 
methods of management which the chain and mail-order 
houses find indispensable. 

Let the average intelligent hardware dealer, or any 
other intelligent retailer, simplify his buying, confine his 
purchases to items which have proved their salability, 
clean and beautify his store and windows, price his goods 
on a fair mark up, study his selling and improve it 
constantly, and I am sure that he will increase both his 
business and his profits, provided he advertises sensibly. 

Intelligent retailers everywhere are waking up to these 
facts. Others are going out of business. The trend 
is plain. Every year, for some years to come, we are 
going to have fewer independent retailers. 

It follows naturally that those who survive must be 
much better merchants. 

Within a few years, unless there is a more general 
awakening than is indicated, the mass of the country’s 
cheap foods, hardware, tires and many other commodi- 
ties will be sold by chain and mail-order retail stores. 
The better class of business will be handled largely by 
independent retailers who know their business. I think 
that this is so clearly in view that we may accept it as a 
prospect. Therefore, it is up to real manufacturers and 
wholesalers to make every effort to assist in building 
up the business of those retailers who are intelligent 
enough to remain in business for themselves. 

From time to time we shall see changes and improve- 
ments in retail methods. For instance, I have never 
thought it quite fair for a retailer to charge the same 


‘ price on cash and carry purchases that he does for 


goods which he charges and delivers. In many lines, I 
believe, we shall have dealers offering a discount to the 
cash afid carry customer, and this may assist the inde- 
pendent in meeting chain competition. At any rate we 
shall have changes and improvements, and the surviving 
independent dealer will be prompt to adopt and feature 
them. 


Educating the Retailer 


The truth is that we must have a revolutionary, pro- 
gressive development throughout the entire independent 
field of distribution, and it follows that the manufac- 
turer and wholesaler must have even more to do with 
it than the retailer. Recently, I learned that one whole- 
sale grocery house, by a systematic campaign of educa- 
tional merchandising, has increased the business of about 
a hundred of its customers more than 40 per cent within 
the past year. Another and a much larger organization 
in the food field reports an increase of approximately 
60 per cent within the same time among nearly 10,000 
retailers. 

This clearly means that the selling effort of manufac- 
turers and wholesalers should be concentrated, not for 
the acquirement of new business and the encouragement 
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of new retail enterprises, but in the development of 
established and worthy retailers. If it is possible for a 
manufacturer or a wholesaler so to demonstrate better 
practices and methods as to increase the business of a 
large number of retailers 40 or 60 per cent in a year, 
the proposition offers enormous probabilities in the solv- 
ing of our distribution problems. 

And any effort that we may make in the educational 
field will compel us to improve our own practices. For 
instance, the drive for lower prices on the part of the 
retailer has induced many manufacturers to sell him 
direct. This leads the manufacturer into direct com- 
petition with his own distributors, and the result is 
disastrous. 

Independent retailers in many lines must be convinced 
of the truth that they cannot exist without the whole- 
saler. Also they must be convinced that when the manu- 
facturer and the retailer get together to skim the cream 
from the business, they are unfair to the wholesaler. 

We know that unfairness eventually reacts on those 
who practice it, and it follows that unless the indepen- 
dent dealers buy all of their goods through wholesalers 
they cannot expect the wholesaler to improve his service 
and offer adequate supplies of goods. 


What Our Studies Show 


Likewise, our educational studies show that the time 
is coming when no manufacturer will be able to sell 
through the independent channel and, at the same time, 
sell the chain and mail-order houses at lower prices. The 
retailer is most certainly cutting his own throat com- 
mercially when he attempts to sell any manufacturer’s 
product at a price that is higher than the price asked 
for the same product hy mass merchandisers. It is 
necessary for the best retailers to check carefully and 
constantly all retail merchandising and assist in correct- 
ing this unfair and uneconomic practice. It is one of 
the most important factors in the survival of the in- 
dependent retailer. 

We have entered upon an era of fewer and better 
independent retailers, not through any choice of our 
own, but because of the operation of economic law. 
And in meeting the new condition there is one idea that 
must prevail as a guide throughout all successful dis- 
tribution in the independent field. It is the plain fact 
that the manufacturer, the wholesaler and the retailer 
must combine their efforts to furnish complete and satis- 
factory distribution to be public. 


The Price of Survival 


We cannot operate individually and independently. 
The manufacturer cannot build his business merely by 
selling goods to the wholesaler and considering the 
transaction closed. The wholesaler cannot conduct his 
business satisfactorily and profitably by merely selling 
goods to the retailer. The interests of all three are com- 
mon interests, and every party to distribution must 
realize that the principles on which his business operates 
extend throughout distribution, and are not limited to 
his own selfish affairs. 

The manufacturer and the wholesaler cannot succeed 
if the independent retailer fails. We must all cooperate 
intelligently to survive. 














EASY COME 
FASY 60 








That’s a Fine Quality 
Wherever Doors Swing 


Such is the luxury of modern life 
that a struggle to open a door is 


resented. The need to turn and 
close a door, after passing through, 
is an irritation. An easy swing in 
either direction, a lightly balanced 
self-controlling door is assured by 


RIXSON 
Junior Double Acting 
Floor Check 


Junior in size. but equal to its 
seniors in performance, this Rixson 
Check is unexcelled for use on light 
interior doors. When you stock 
and sell it you capitalize on today’s 
demand for civilized door action. 


Write for details, or 
see Sweet’s Archi- 
tectural Catalog 


THE OSCAR C. RIXSON COMPANY 
4450 Carroll Avenue Chicago, III. 
New York Office: 101 Park Ave., N. Y.C. 
Philadelphia Atlanta New Orleans 


% vi 


ee 5 


Builders’ Hardware 


erhead Door Checks Casement Operators & Hinges 
ee Checks, Single Acting Concealed Transom Operators 
Floor Checks, Double Acting Adjustable Ball Hinges 
Olive Knuckle Hinges Butts, Pivots and Bolts 
Friction Hinges Door Stays and Holders 


Los Angeles Winnipeg 
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Rugged strength and 
proven service are 
provided in the sturdy 
lines of GRIFFIN 
Garage Hardware 
Sets-used by thought- 
ful builders every- 
where. ~y ys s 


RIFFIN 


Manufacturing Co 


ERIE, PENNSYLVANI?s 
ranch Offices, 


slows Vests, 65 Riesven St. 
Chicago, W. Randolph St. 
Boston, 76 ch 
San Francisco, 703 Market St. 












The Middleman 


(Continued from page 29) 


Mr. Sprague to myself. So, of course, I had to write 
to Mr. Sprague and explain all over again. 

3ut, after all, the point is that night I read the book 
from cover to cover. It is one of the best business 
stories | have ever read. It is exceedingly practical. I 
do not know whether Mr. Sprague ever had any real 
hardware experience, but when you read this book, you 
can almost smell a jobbing hardware house. This book 
is written in narrative form. It is the story of a boy 
by the name of Draper, who went to work for a whole- 
sale hardware house. Afterwards, he worked for a 
mail order house in Chicago, and later became the 
proprietor and manager of a string of chain stores in 
the Northwest. In the end, the hero goes back to the 
jobbing hardware house, and the story finished with his 
being in charge as general manager. 

This story describes in a sympathetic way many of 
the problems of the hardware jobber. It gives the rea- 
sons why a hardware jobber is actually of service in the 
scheme of distribution. It discusses the mail order prob- 
lem, and, incidentally, the character description of the 
manager of a mail order house, Norman King, is a 
stroke of genius. I am quite sure this character was 
painted from life. 

Another character description was the president of 
the wholesale hardware house, which employed young 
Draper. This man had some very strong points and 
also some very foolish ones. He, no doubt, was very 
much like the rest of us. Mr. Sprague paints him with 
some very sure touches of his literary brush. 

I am not trying to do any selling stunt for Mr. 
Sprague, but I believe this book would be an unusually 
desirable one to present to a bunch of hardware sales- 
men as presents. I think I shall order a few copies just 
to have convenient in my office to hand to visiting job- 
bers, so they will have something interesting to read on 
the long trip home. 

Mr. Sprague is kind enough to say that he received 
somé inspiration in writing his book from “Forty Years 
of Hardware,” but while I read “The Middleman” very 
closely, expecting in every page to find some of my own 
good stuff, it is only fair to say that there is only a dim 
hint of “Forty Years of Hardware.” From my book, 
however, probably Mr. Sprague may have gathered the 
idea that the hardware jobber was of some use in this 
world. This fact he emphasizes all through his book, 
not in an obstrusive manner, not as if he were writing 
propaganda, but in the homely stories he tells of the 
many things his jobber does to help his customers, 

There is one very amusing story where the hero 
decides to adopt a form letter to collect money. This 
letter goes to a foreign customer, who neither reads nor 
writes English. Naturally, the money did not come, 
and when the hero of the story calls to make the collec- 
tion, he finds his form letter has not even been opened. 
He found that this foreign customer, on account of his 
lack of ability to write or read English, always settled 
his accounts with the visiting salesmen, taking the money 
in cash out of an old tin box. 

This instance reminds me of one of my own experi- 
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ences. A dealer in Kansas bought an opening stock 
of hardware from my house, I was instructed to call on 
him. When I called, this merchant handed me the in- 
voice of the opening stock order and told me to go 
over the stock and fill it up, so it would be just the same 
as when he started. I did this. On my next visit, he 
told me to do so the same thing over again. If I would 
show him new goods, he would say, “All right, send 
me some of them.” I sold this man for over a year, 
before I realized that he could neither read nor write. 
Of course, he had a bookkeeper who kept his books and 
attended to his remittances, but he himself did all of 
his buying. By the way, I wish to say he was an ex- 
cellent salesman, and as far as I know he continued a 
prosperous merchant. 

The other day I read of a man who wished a job 
as a janitor here in New York. He was turned down, 
because he could neither read nor write. Afterwards, 
he became interested in certain real estate investments 
and made a very large fortune. One day, upon going 
to the bank to borrow money, the banker was surprised 
to find that it was necessary for him to make his mark, 
instead of placing his signature on a note. “My good- 
ness,” said the banker, “what would you have done if 
you had only known how to read and write?” “TI would 
have been a janitor,” was the answer. 

I wish to have another talk with Mr. Sprague. I know 
of a good plot for a rattling good hardware ‘story, and 
I wish him to write it. I have been intending to write 
this story for the last ten years, but every time I retire 
from business and get ready to write, somebody offers 
me another job, so the story has never been written. I 
am sure Mr. Sprague is just the man to put it over. 

In conclusion, let me say, what the hardware jobbers 
of this country need is a first class publicity man. Mr. 
Sprague has come very near to writing the jobber’s 
story. The great trouble with the jobbing trade of this 
country is the fact that the stock in their institutions 
is all privately owned. It would be very difficult to buy 
any jobbing hardware stock in any of our first class suc- 
cessful concerns. On the other hand, the stock of the 
mail order houses and chain stores is offered for sale on 
Wall Street. Their stocks are on the big board. When 
they bring out stock issues, salesmen all over the coun- 
try are tooting the stock, telling all about their gains 
and all about the money they are making. This adver- 
tising has been of great help to mail order houses and 
chain stores. People have not only bought the stock, 
but having become stockholders, they have also bought 
goods from them. 

Some of these days, some very successful wholesale 
hardware house will put their stock on the market, they 
will have a broad list of stockholders not only among 
the public but also among the retail trade. When this 
is done, and when they issue regular statements, it will 
be found that nothing is better advertising. 

The wholesale hardware trade of the country owes 
a vote of thanks to Mr. Sprague for his book “The 
Middleman,” but I am wondering how many hardware 
jobbers have ever written him a single line of apprecia- 
tion. I think I will write and ask him if he has ever 
received such a letter. 














The new Griffin PER- 
FECTION Screen Door 
Hardware Set No. 1740 
offers improved de- 
sign, superior quality 
and efficiency at an 
appealing price. Ask 
for our new folder 
which illustrates and 
describes this latest 
GRIFFIN product. + + 





ERIE, PENNSYLVANIA 
aii ~ Branch Offices__ 


New York, 45 Warren St. 
Chicago, 555 W. Randolph St. 
Boston, 76 Batterymarch 
San Francisco, 703 Market St. 
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QUICK 





“let them frolic - 
Rose will silence 
the slam” 













SILENT " 
CLOSING 


pays you bigger screen 
door check profits! 


Slams, Bangs, Cracks—ENDED, with screens and doors 
ROSE check equipped! Closes them quickly, quietly, 
all the way. Keeps them shut. A convenience easy 
for every home to afford, at the low $2 ROSE price. + 
With ROSE they can check every door, for the price 3 
of one big expensive closer! You make extra sales, 
bigger turnover, more profit! Screens are going 
up, now. Feature the ROSE and get these easy 
door check sales. 


Handy Demonstrator, FREE 


An amazing sales stimulator (Free with doz. order). 
Regular ROSE check mounted on hinged miniature 
door. Shows it’s pneumatic action. Beautifully fin- 
ished gold lacquer barrel. How easy to attach and 
adjust—Can be fitted inside, outside, right or left. 
“Cleverest sales catcher, ever,’ say dealers! Get 
yours, 














Order Stock from Jobber 


Time now to cash in on Rose checks. Order 
FREE demonstrator and stock from your job- 
ber. Write us for new proved sales plan. 


Frank Rose Mfg. Co., 










Hastings, Neb. 











SCREEN DOOR 











New Tariff Adjustments 
Affect Hardware Lines 


New Classifications for Articles of 

Metal Provided—Many Changes in 

Phraseology—New Items Added to 

Duty Lists—Practically No Changes 
for Cutlery Lines 


By L. W. MOFFETT 


(Washington Bureau of HARDWARE AGE) 


Washington, May 14.—The socalled tariff adjustment 
bill, introduced in the House of Representatives on Tues- 
day of last week, makes some rather important changes 
in rates of duty and phraseology as it affects hardware 
items. On the whole, however, there are but few rate 
changes in the metal schedule. Broadly the important re- 
visions relate to new classification, widened phraseology 
and additions of products which have come into use since 
the present law was enacted or the specific naming of 
certain products for the first time. 

The subcommittee on metals, headed by Representative 
3acharach, reported that there were requests for rate 
changes in about 30 items of hardware and tools, but it 
was stated that most of them are dutiable now under 
paragraph 399 and that on the whole the group of in- 
dustries producing hardware and tools is in a satisfactory 
condition. Some of them, however, have not fared so well 
since the present law was passed in 1922 and as a result 
some changes in classification and rates were made. 

Regarding pistols and revolvers, the subcommittee in- 
creased the specific duty on arms valued at not over $4 
each and changed the phraseology to insure the proper 
classification of revolvers and single-shot pistols. The 
World War was found to have demonstrated the fact 
that the main reliance of the government for the arms 
required for a major military emergency must be upon the 
private makers and such arms, with the staffs of highly 
trained workers and their mechanical equipment. Con- 
sequently, the report said, it is necessary that the arms 
industfy be maintained on a basis that will encourage nor- 
mal expansion in time of peace. Rough forged and bored 
shotgun barrels in single tubes were made dutiable at 10 
per cent, being transferred from the free list. The cheapest 
bracket on pistols and revolvers was increased from $1.25 
and 55 per cent to $2 and 55 per cent. This class of arms 
has been coming into the United States in large volume 
and sold through mail order houses. 

No change was made in cutlery except that razor blades 
in strips were made dutiable at one-half a cent each and 
30 per cent and all others at 1 cent each and 30 per 
cent. This was done to prevent importation of safety 
razor blades in strips at the rate for strip steel. Silver 
plated ware, dutiable at 60 per cent under paragraph 399 
of the present act, was held to be dutiable at 40 per cent 
under paragraph 339 by a Treasury decision. Under the 
new bill the rate is increased, a bracket being added pro- 
viding for ware plated with platinum or gold, dutiable at 
65 per cent, and 50 per cent for ware plated with silver. 
Reinforcing concrete bars were mentioned for the first time 
and have been given rates ranging from 1/5 cent per 
pound up. Hollow drill steel and bars are mentioned for 
the first time and made dutiable at a cumulative rate of 
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1 3/10 cent per pound in addition to the rates in the para- 
graph in which these items fall. The duty on wire rods, 


valued at more than 4 cents per pound, was changed from | 


6/10 cents per pound to 20 per cent. 
were made in the basket clause on base metal products, 
the rate being increased from 40 to 50 per cent, and on 


Important changes | 


articles in part of precious metals whose rates were in- | 


creased from 60 to 65 per cent. The rate on wire rope 
was increased from 35 to 40 per cent. The cast iron pipe 
rate was increased from 20 to 30 per cent. 

Thumb tacks, upholsterers’ nails, and chair glides were 
added as new material and given a rate of 3 cents per 
pound. Fishhooks were transferred to the 
schedule. The twist drill paragraph was broadened to 
take in other cutting tools and includes tools made of sub- 
stitutes for tool steel with a duty of 60 per cent. The 
duty on pliers was increased from 60 per cent to compound 
rates of 10 cents each and 60 per cent and 20 cents 
each and 60 per cent, depending on value. Locks were 
transferred from the sundries schedule with no change 
in rates. A new paragraph deals with lighting fixtures, 
lamps and candlesticks in chief value of metal and made 
dutiable at the same rate as manufacturers of metals not 
specially provided for. Hand tools not containing alloy 
were made dutiable at 50 per cent, the same rates as those 
applying to manufacturers of metals not specially pro- 
vided for. Increased duties were applied to clocks and 
watches. 


Steam-Shovel Competitors 


HERE are certain men in this world who have 

given to the world one single idea—men who have 
rendered one single service that has meant more to the 
present generation and to the generations to come than 
the combined efforts of ten thousand men who have 
failed to think of anything other than a way to avoid 
work. 


The men who constantly scheme to duck 
work will always work—for themselves or 
“work” their friends. 


If it were possible to declare a six months’ vacation 
for every man, woman, boy and girl in this country, we 
should be compelled to convert our private homes into 
hospitals for the injured and change our business blocks 
into jails. 

1. Those who study to avoid work eventually submit 
to drudgery. 

2. Those who are willing to work find time to rest. 

3. Those who think, complete their work. 

You belong to one of these three classes, and your 
possibilities or probabilities are all prescribed in the 
paragraphs above. 

It is infinitely more interesting to think than to toil, 
decidedly more profitable to serve than to slave. The 
less you work your mind, the more you must work your 
body. 

A head is often worth twenty thousand dollars a year 
or more, but the body alone is in competition with the 
steam 
Partner. 





sundries | 











shovel or the post-hole digger—The Silent | 






ell Garage 


r Hardware 


hat Gives . 
Complete Satisfaction. 


q Nothing gives a man more satisfac- 
tion than to have the doors on his 
garage operate easily and never re- 


quire adjustments or repairs. . . 


FrantZ Garage Fixtures for swing- 
ing doors are made of high quality 
materials and with expert work- 
manship to give long, satisfactory 


service. ‘ A : ‘ ‘ - ‘ 


The man who is shopping for 
equipment to go on his swinging 
garage doors will readily appreciate 
the many convenience features and 
points of superiority of FrantZ 
Guaranteed Builders Hardware. 


Write for a catalog and prices. . . 


FRANTZ MANUFACTURING CO. 
Dept. H-1129 
Sterling, Illinois 


Frant7 Garage Fixturers No. 411 
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No Hardware is Genuine FRANTZ = 
QUALITY Without the Red Label @@@@ 


























HARDWARE AGE for MAy 16, 1929 











TRUCKS 


for every need 





You can sell Fairbanks 
Hand Trucks with the 
positive assurance that 
they will give unfailing 
satisfaction for the pur- 
pose intended. The 


FAIRBANKS 


Line includes patterns for 












every known requirement. 


Send for Catalog No. 30. 
It illustrates and describes 


the Complete Line. Style 
4 
. u 
The Fairbanks Co. Strapped 


Boston, New York, Pittsburgh, 
Rome, Ga. 


Distribution in all 
Principal Cities 











| Every Home Has Wanted This! 


Be the First Store to 
Offer It in Your Town 





Made and 
guaranteed by 
maker of “‘Scott 
Fillerand 
Drainer” for 
washing ma- 
chines. 


WATER PRESSURE FORCE PUMP 
For Opening Clogged Sink Drains 


Takes care of the most obstinate cases of 
clogged drain pipes. Connects to hot or 





cold faucet. Force cup is placed over sink 

SURE drain. Center of cup is pressed down until 

SELLER it touches drain where it is then held by 

aie suction. Force of running water will quickly 
REAL remove any accumulation in trap or pipe. 

Made of special grade of rubber that with- 

DECENT stands scalding water. Protected by heavy 

PROFIT flexible wire wrapping. Screws on threaded 

faucets, but Scott Faucet Adapter permits 














use on any type. Nationally advertised. 
Already on sale in most metropolitan stores. 
Write today for descriptive folder, prices. 


SCOTT PUMP COMPANY 


645-653 ATLANTIC AVE., ROCHESTER, N. Y. 























(Comment of Readers 


Volume and Profit Are There for Those Who 
Go After Trade and Add New Lines 


Extmira, N. Y.—I do not know 
that we have any special trouble or 
problems at this time. I have been 
in the hardware business for over 
fifty years and have had problems 
coming up from time to time that 
needed extra care and work and 
planning. I do not think the situa- 
tion today is much worse than I 
have seen at other times. There is 
a great deal in the trade journals 
that no doubt is very discouraging 
to some, We have Sears-Roebuck and Montgomery 
Ward stores in Elmira, their catalogs and letters going 
out all through our territory but at the same time our 
trade holds up well. Possibly we are not making quite 
as much money as we have in former years but we can- 
not say that the outlook is discouraging as it seems to 
be to some of the hardware people and I have wondered 
sometimes if they are not getting cold feet, making much 
more of their troubles than actually exist. If they will 
display their goods, give attention to business, go after 
the trade and add new lines which we had to do a num- 
ber of times in the past I believe they can hold up their 
volume and make practically as much money as in the 
past. 





GEO. W. PECK 


Geo. W. PEcK. 


Mail Order Branch Store Makes No 
Difference Here 


Pomona, Cavt.—“We have had a mail-order retail 
store in this town about a year now, and so far as busi- 
ness is concerned, it is hard to notice any perceptible 
increase or decline which can be directly traced to them. 
The theory advanced by many is that they bring more 
buyers to this community, and we feel quite likely this 
is so. 

“We feel every once in a while the serious price com- 
petition which they introduce, knowing all the time 
that it is a second-grade merchandise not comparable to 
values which we are offering, but to make the public 
see this is quite another matter sometimes. We have 
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known of a few instances where their prices and values 
have reacted in our favor, but it depends entirely upon 
the type of buyer.” 
(Signed) Etnyte E. Avis, 
Avis Hardware Company. 


Points to Auto and Electrical Industries’ 
Cooperation 


EvANSVILLE, INp.—There is not the cooperation be- 
tween the manufacturer and jobber, jobber and dealer 
and dealer and consumer that there is in the automobile 
and electric game. You take the automobile line and 
the manufacturer protects the distributor who in turn 
sells to the dealer and we believe it is the largest busi- 
ness in the world. Consider the electric line—the manu- 
facturer protects the distributor, but you will not find this 
true with most of the hardware manufacturers 

You will find that almost every. manufacturer in the 
hardware lines that the hardware dealer sells, goes to 
the dealer and goes to the distributor and to the chain 
store and even goes to the consumer. The average dis- 
tributor is not as friendly with his competitor distribut- 
ing hardware as they are in the above mentioned lines 
and the average retailer is not friendly with his competi- 
tor as he should be. 

The ¢atalog ‘chain stores are not selling goods very 
cheap, but they carry a good line and do business along 
business lines. The chain store sells a lot of hardware 
and good hardware, selling it for cash and does business 
along business lines. You will notice the chain stores 
and catalog houses all have a diversified line and they 
do not sell hardware alone. The retail hardware man 
is not selling as much of a diversified line, at least, we 
think they are not to the-extent they should. 

Now for the solution. If our association would get 
a little closer to the real facts and diagnose the evil of 
the hardware game and try to rectify it, they could 
accomplish it and so with the retailer in his association. 
They could give a good dose of cooperation to each one 
of their members and we believe that the hardware 
business would come back. 

Very truly yours, 
Oscar BOETTICHER, Vice-President, 
Boetticher & Kellogg Company. 





OBSERVING THESE RULES WILL HELP 
A WORKING DAY 


Never show your temper. 

Indulge in no sarcasms. 

Permit other people to have views. 

Never contradict an irritated person. 

Keep unpleasant opinions to yourself. 

Be considerate of the rights and feelings of 
others. 

Always grant a reasonable favor. 

Don’t try to fool your caller; he may be a 
smart man. 


MAKE SURE YOUR WAY IS BEST 
BEFORE INSISTING UPON IT. 
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Each dealer should have a stock 
of Arcade Non-Sag Door Braces 
and Spring Hinge Sets for the con- 
venience of his customers. 


The Brace is 42 inches long, 
threaded right and left with a turn 
buckle that makes up from both 
directions. Finished’ with udylite. 


The sets contain a pair of Spring 
Hinges with hook and eye, door 
pull and the necessary screws. 
They are sturdy, convenient, and 
easily installed. 


Write Your Jobbers or Ask Us 
fer a Catalog 


ARCADE ~°""rays 
_ TAaYS 
Arcapr MANUFACTURING Co. 
FREEPORT ILLINOIS . 
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Hoeft of the N 


Little yarns that others have laughed 
over culled from various sources. As a 
contemporary puts it: 
have been copied, the rest will be.” 





“Some of them 








Wife (reading newspaper): “It says | 


here that a girl, single handed, landed a 
fish at a Long Island resort weighing 
145 pounds.” 

Hubby: “What’s his name?” 





Sheik (entering crowded barber 
shop): “How long must I wait for a 
shave?” 

Barber (after close scrutiny) : “Well, 
I should judge about two or three 
years.” 





Policeman: “How did the accident 
happen ?” 
Motorist: “My wife fell asleep in the 


back seat.” 


A Belgian student was relating his 
| experience in studying the English lan- 
| guage. “When I discovered that if I was 
| quick I was fast,” he said, “and that if 
I was tied I was fast, if I spent too 
freely I was fast, and that not to eat was 
to fast, I was discouraged. But when 
I came across the sentence, ‘The first 
one won one one-dollar prize,’ I gave 
up trying to learn English.” 





Wife (to returning husband at sea- 
side resort) : “Oh, darling. I’m so glad 
you’ve come. We heard that some idiot 
had fallen over the cliff, and I felt sure 
'it was you.” 








Oh, tell me, please, for goodness 
sakes: 

Must night fall because day breaks? 

Must fleas fly because flies flee? 

Must ships have eyes when they go 
to sea? 

Must pens be pushed and pencils 
lead? 

Must there be spring in the ocean 
bed? 

But most of all, I want an answer, 

Is a busy-body a hula dancer? 





Prof: “Can you give me an example 
of a paradox?” 
Plebe: “A man walking a mile but 


‘only moving two feet.” 

















sive. 





Extension 








Common 
Extension 





Safety 





BABCOCK 


SPRUCE LADDERS 


Manufactured of 


Air Dried Spruce, full strength of material 
in; don’t take chances, accidents are expen- 


Be sure ladders are marked 
BABCOCK SPRUCE 


WRITE FOR PRICES 


W. W. Babcock Co., Bath, N. Y. 









Close Top Fruit 


























Single Ladder 





Victor 


Fruit Single 
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‘The return to the home town of the 
“local boy” who has made good in the 
big city is rarely, we have understood, 
what it might be. In connection with 


this we have to report the particularly | 


sad experience of a young banker who, 
after eight vears’ absence, alighted at 
the station of the town of his birth. 


There was, despite his expectations, no | 
one on the platform whom he knew. | 


No one. Discouraged, he sought out 
the baggage master, a friend since boy- 
hood. To him at least he would be 
welcome, and he was about to extend a 


hearty greeting, when the other spoke | 


first. 
“Hello, George,” 
away?” 


he said. “Goin’ 


The new “stenog” looked like a mil- 
lion dollars. “Class” was written all 
over her. The office force in accord 
acclaimed her “some dame.” 

Then she opened her velvet lips and 
said to the office boy: “Say, Bozo, ain’t 
there no carbon paper around this 
dump?” 


Willie: “Pa, teacher says we are here 
to help others.” 

Pa: “Yes, that’s so.” 

Willie: “Well, what are the others 
here for?” 





“Yes,” said the old sea captain, “when 
I was shipwrecked in South America, I 
came across a tribe of wild women, ab- 
| solutely wild. They had no tongues.” 

“Good gracious,” exclaimed the lis- 
tener, “how could they talk ?” 

“They couldn't,” was the 
| “that’s what made them wild.” 


reply, 


Two little boys were astride a none- 
too-large hobby horse. Things even- 
tuaily came to the point where one little 
rider said to the other: “If one of us 
would get off, I could ride better.” 


As the old lady strolled through the 
park, two urchins confronted her. 

“T say, lady,” said the taller of the 
| two, “my brother does fine imitashings. 
Give him a penny and he'll imitate a 
hen.” 

“Dear, dear,” smiled the old lady, 
“and what will he do—will he cackle?” 

“No,” replied the lad, with a look of 
| contempt. “He won't do no cheap imi- 
| tashings o’ that sort; he’ll eat a worm.” 





| Business Man: “Why did you leave 
| your last position?” 

Miss: “There was no future in it.” 
| Business Man: “Why ?” 

Miss: “The boss was already mar- 
ried.” 





With a stormy look on his face, the 
master of the house waylaid the servant 
in the kitchen. 

“Look here,” he began angrily, “how 
dare you tell my wife what time I came 
home this morning, after [ had told you 
pot to?” 

The Irish girl him = steadily. 
“Sure, oi didn't,” she replied, calmly. 
“She asked me phwat toime ye came 
in an’ oi only told her that oi was too 
busy gettin’ the breakfast to look at the 
clock.” 


eyed 


“One’s neighbor in Australia,” a 
friend writes, “often lives as much as 
twenty miles away.” In that country, 
when a man buys a lawn-mower, it 
practically becomes his own property. 





Teacher was giving a lesson on idio- 
syncracies of March. 

“What is it,” she asked, “that comes 
in like a lion and goes out like a lamb ?” 

“Father,” replied the smallest pupil. 


“T understand Jones has been given a 
medal by the Society for Pharmaceuti- 
cal Research.” 

“Yes, he has invented three new types 
of sandwiches.” 


The talking movie has ruined another 
good place to sleep. 













Oswego 


years’ 
NUTYP Vise 


A combination vise 
with independent 
pipe jaws and ma- 
chinist’s jaws, and 
with horizontal bar- 
rel swivel in addi- 
tion to the usual 
vertical swivel. 
Holds any piece at 
any desired angle. 
Specially convenient 


rial. 


for repair work. 


sizes 















number of items in addition to 
the four illustrated. Every tool 
is the result of more than 40 
experience 
quality tools for heavy service, 
and is guaranteed against de- 
fective workmanship or mate- 


The manufacture of Oswego 
Tools, from the raw material to 
the finished product, is con- 
trolled by one management, in- 
suring uniform quality and 
prompt service. 

Send for complete catalog of 
Oswego Tools. 


Beam Pipe Vise 


Designed for 
nient handling of larger 


size takes pipe up to 12”. 
Powerful, durable and 


convenient. 






Tools include a large 


in making 





conve- 


of pipe. Largest 





UYyrn WU WZ ° ° 
A 7 L = Genuine Oswego Stillson Wrench 
/, By oe Extra bearing surface between frame and 
see es ed jaws. Strong where other wrenches are weak. 
Sold singly, or in sets of six packed in strong 
handy box. 


Other Oswego Tools 


Standard Pattern Pipe Wrenches 
Adjustable S Nut Wrenches 
Oswego Arrow Angle Wrench 
Saunders-Type Pipe Cutters 
Hinged Pipe Vises 

Steam Fitters’ Vises 
Machinists’ Vises 

Combination Vises 

Velox Quick-Action Vises 
Screw Punches 


and Kindred Tools 


Improved Barnes-Type Pipe Cutter 


Particularly useful for jobs 
where it is impossible to revolve 
the cutter completely around the 
work. Sliding Block of specially 
solid construction. Cutters care- 
fully tested for tracking, and guar- 
anteed throughout. 


OSWEGO TOOL CO. 


OSWEGO, N. Y. 
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DIAMOND “E” 


All-Metal Fly Screens 


Tell your customers, who are not handy with tools, 
that DIAMOND “E” Adjustable All-Metal Fly Screens 
are made in two easy-sliding parts instantly adjustable 
to any size window. 

All sizes RETAIL AT: Galvanized 
Wire, $1.00 to $2.00; Bronze, 
$1.50 to $2.50. 







BUY FROM 
YOUR JOBBER |p 9 








SWEDISH - - CIRCULAR CUT - - FILE 
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— 













ix inne 


Bastard Flexible Blades 
Smooth Ta: 
Half-Round 
We Carry a Full Line of Swedish Made Tools and 
Hardware. 


Order from your jobber teday, or write 


SCANDINAVIAN WESTERN IMPORTING CO., LTD. 
107-109 Lafayette St., New York, N. Y. 


Minneapolis, Minn. Seattle, Wash. Montreal, Can. 











——————————__ 


For over three-quarters of a 


century industry has relied 
upon W & B for its cutting 


tools. 








‘WHITMAN & BARNES 


DETROIT, MICH. 


Canadian Factory: 
Canadian-Detroit Twist Drill Co., Limited, Walkerville, Ont. 


TOOL MAKERS FOR 78 YEARS 








\ | RICHARDSON’S 
e ACILON— Roller Skates 


“The First Best Skate—the Best Skate Today” 


Used by World’s champions to establish 
their speed records and by professional 
stage skaters, your customers can now 
buy an adjustable roller skate with the 
45-year record of quality. 

Made of best, heavy cold rolled strip 
steel; heaviest rol- 
lers. Cannot be 
equalled for action, 
Z/ speed and durability. 
Order direct or 
through your jobber. 






Richardson Ball 
Bearing Skate Co. 





per dozen 3318 Ravenswood Ave. 
Sample Pair Established 1884 
$2.20 Chicago, Ill. 























You Too Can Be Magnetic 


N a general way everybody knows that to possess 
I what is meant by the term personal magnetism is to 
possess a success-winning aid of first importance. 

But not everybody knows that personal magnetism 
is an aid available to the many, not just to a fortunate 
few. The common belief is that it is a gift of inher- 
itance; that a man must be born magnetic or he can 
never become so. 

The wrongness of this belief may be shown even by 


a mere enumeration of the factors which in combination 
constitute personal magnetism. Foremost among these 
are self-confidence, enthusiasm, vigor in thought and 
action, and, in especial, human sympathy. 


Study the personality of any man you know to be 
magnetic, in the sense of attracting others and exercising 
a marked influence over them, and always you will find 
him self-confident, enthusiastic, vigorous and sympa- 
thetic. 

The most magnetic man of my own acquaintance— 
President Theodore Roosevelt—was so humanly sym- 
pathetic that he caused not friends alone but strangers 
with whom he talked for only a few moments, to feel 
that he took a real interest in them. 

He did take a real interest in them. To Theodore 
Roosevelt, unlike far too many of us, strangers were 


not simply passing blurs on the landscape of existence. 
They were human beings equally with himself, human 


beings of hopes and fears, joys and griefs, longings and 
aspirations like unto his own. Thus viewing them, he 


| could and did reach out to them the hand of fellowship, 


and, in the briefest of contacts, could gain from them 
an immediate response. 

Then, of course, there were the Roosevelt smile and 
the Roosevelt manner, radiating confidence, enthusiasm 
and vigor. These, too, had much to do in making Theo- 
dore Roosevelt magnetic. Always they have much to do 
in endowing man with magnetism. 

And they are qualities eminently susceptible of culti- 
vation, as sympathy likewise is. In Mr. Roosevelt’s 
case it was signally demonstrated that even bodily vigor 
can be greatly increased, if only one will go the right 
way about it. 

The right way, it must be emphasized, is not through 
bodily hygiene alone, necessary though that is. 

It is also through habitually thinking vigorously, cou- 
rageously, cheerfully; through habitually maintaining a 
manfully erect posture at once expressive of vigor and 
creative of it. Such a posture is also expressive and 
creative of that other prime ingredient in personal mag- 
netism, self-confidence. 

But, note well, the most confident, enthusiastic and 
vigorous of men will still find his influence over others 
diminished in proportion as he is deficient in human 
sympathy. Anybody, most happily, can acquire sym- 
pathy, through means which I will later detail. 
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The Best and Brightest Publication 


We consider the HARpwWARE AGE the best and brightest | 
publication of this kind coming to our office. The weekly | 


personal writings of your editor as well as those of Mr. 
Saunders Norvell are usually mighty interesting and in- 
structive and certainly worth many times the subscription 
price. 

We are pleased to inclose herewith renewal of our sub- 
scription for the next two years, along with our check in 
payment of same, and with our best wishes for your con- 
tinued success, we are, 

Yours truly, 


(Signed) O. W. Sabold, President, 
Colebrookdale Iron Company, Pottstown, Pa. 


Myers Gas Driven Water Systems 
The F. E. Myers & Bro. Co., Ashland, Ohio, has announced 


a new line of water systems, designed to enable those living in 
small towns and villages where electric current is not available 
to have dependable water service at a very moderate cost through 
the use of gas engine power. 

The manufacturer states that all the desirable features of its 
electrically operated water systems have been retained, and that 
all moving parts are fully inclosed and protected. The pumps 
in both the shallow and deep-well styles are standard Myers’ self- 
oiling power pumps, which are the same as the regular motor- 
driven pumps and are designed for service with either open or 


pressure tanks. 





With the use of engines instead of motors, it is impossible 
to have complete automatic control, as the engine must be started 
by hand or foot. Through the use of a circuit breaker, the 
pumps, however, can be arranged to stop automatically. The 
engine is full-powered, air-cooled, and does not need cranking. 

These water systems are self-oiling, have extra large valves, 





unrestricted waterways, improved bearings, and can be used with 
any style of pressure tank, just so the capacity is 300 gal. or 
more. The shallow well unit is complete, ready to be connected 
to the water and power lines, while the deep well unit is also 
ready for installation, with the exception of the down or suction 
pipe and lower cylinder. Two systems are illustrated. 





| 
| 
| 
| 
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LIDSEEN OILERS 





Made of cold rolled steel. All welded. No 
threads to wear or break. Three styles, Push 
Bottom, Force Feed, and Pump. All sizes—for 
all purposes—%4 Pt. to 1%4 Qt. with 3” to 23” 
spouts. Gun Metal or Heavy Copper Plated 
finish. Every oiler guaranteed to give entire satis- 
faction. Handled by all leading jobbers. 


824-862 So, Central Avenue, 
They areas soodas 


Al RGING INT 
Vi F TOOL E FO all 


SAVE TIME and OIL 






od 





inogs 0307 








Send for catalog and prices. 


Manufactured by 


GUSTAVE LIDSEEN, Inc. 
Chicago, III. 











ad 





#7 TheyLooh!” 


So Fairmount Tools Sell 
Readily and Satisfy the 
Most Exacting Mechanic 


Attractive appearance and reputa- 
tion go a long ways toward sell- 
ing hand taols to the experienced 
mechanic, but it takes real quality 
to bring him back for additional 
purchases. 


That is why the retail hardware 
merchant selling Fairmount Drop 
Forged Tools finds it easy to build 
a real hand tool business. Fair- 
mount Tools sell easily, again and 
again, because they are as good 
or better than they look. 


Certain popular numbers, which 
are made in a variety of sizes, are 
pictured here. For full details 
concerning these and other Fair- 
mount Products, write or ask your 
jobber’s salesman. 


RIOU 





1061! QUINCY AVE CLEVELAND, OHIO 
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...- Entirely New and Different! 


ERE is the Ideal Kitchenware! Kitchen- 

ware that lasts a lifetime . . . . that 
rarely requires scouring .. . . that cannot 
rust, tarnish or taint food. Kitchenware... 
stainless NOW and TEN YEARS FROM 
NOW. AT LAST, the need for permanent, 
easy-to-clean utensils has been filled by 
Savory Stainless Metal. 


Housewives quickly see these unusual fea- 
tures of Savory Stainless Utensils: 


Stainless, Rustless and Acid Proof .... This new 
metal is so fine grained and non-porous that it sel- 
dom requires scouring. Bright and shining now 
and years from now! 


. Cannot taint, discolor or 
. even if stored away 


Taintless, Safe . . 
impart a taste to any food . 
for long periods! 


Hard, Smooth, Solid Metal . . . . These utensils are 
harder than steel, smooth as glass, solid metal 
throughout. Cannot be broken, cracked or melted 
in every day kitchen use. GUARANTEED FOR 
10 YEARS AND SHOULD LAST A LIFETIME! 





Examine Savory Stainless Metal! 
We will send six pieces on memorandum, with 
details of our Introductory Offer and prices. 
You may have the privilege of returning them 
within 90 days and the charge will be cancelled. 











SAVORY, 
Inc. 
Dept. AE 
90 Alabama St. 
Buffalo, N. Y. 


Owned and Man- 
aged by 
The REPUBLIC 
METALWARE Co. 





Makers of Quality See. Equipment 
for More Than 9 ears. 


SS AVORY 


__STAINLESS METAL 








Gleaming, Stainless Utensils 
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HE stress and strain of flying and 
landing calls for solid construction 
without increased weight. Screws are 
small but important items in this work. 


American Screws are established favorites 
in building and servicing modern aircraft. 
Made of low-carbon steel, they stand up 
against severe strain. Their sharp, gimlet 
points allow accurate insertion, and deep, 
true-running threads provide the closest 
grip possible. You can do any job better 
with American Screws. 


The known qualities of American 
Screws give them a big demand 


STOVE 
BOLTS 


MACHINE 
SCREWS 


WOOD 
SCREWS 


AMERICAN SCREW CO 


PROVIDENCE.R.I..U.S.A. 


WESTERN DEPOT, 225 WEST RANDOLPH ST,.CHICAGO.ILL. 


Put lt Together With Screws 






































HARDWARE AGE for May 16, 1929 


69 








—and roll up profits, too! 


“Acme” casters sell as easily as they roll. The ball- 
bearing feature makes them noiseless. They move the 
heaviest furniture readily and- without effort. 


Show your customers how smoothly “Acmes” work. 
Roll one on the counter. Point out the ball-bearing 
feature, and the handsome finish. That’s all you have 
to do in order to sell “Acmes.” Here is a chance to 
build up caster business. A letter to us will bring a 
sample and full details. 


From your Jobber. Send for Catalog. 
THE SCHATZ MANUFACTURING CO. 


Poughkeepsie, New York 
Agents: J. C. McCarty & Co., 253 Broadway, N. Y. City. 














It takes little time 
and less effort to 
sell Everedy Pneu- 
matic Silent Door Closers. 
National Advertising has 
made them “split-second” sales 
makers. Quality and service has 
made them dependable door keep- 
ers, for comfort, convenience and satis- 
faction. Displays mean quick, cus- 
tomer recognition; profitable and faster 
turnover. Get ready for big business 
with these big business closers. 


EVEREDY 


PNEUMATIC 
Silent Door Closers 
$1.00 










Turn cylinder to 
just closing speed 
Z oe 3 






No. 1000 





Dollar Closer on the Market 


Attractive two color display cartons, in which these laboratory 
tested closers come packed, make an appeal no thoughtful home- 
owner can resist. Window trims connect up with National Adver- 
tising now appearing. Sell one, then customers equip entire house. 


Recommend No. 1000 for Screen and Light Weight Doors 








The Double Duty Door Closer That 
Solves the Problem of Closing Heavier Doors 


This big, sturdy closer shuts heavier doors with ease and without 
slamming. Recognized as standard equipment. Valve cap and 
tube made of one-piece brass. Packed in individual three color 
display carton. Regulated as easily as the No. 1000. Equipped 
with Everedy Patented Valve. 


This Salesman Works for Nothing. 


FREE—a fine, green lacquered Demonstration Mount. Simply 
fill out and mail the requisition post card, enclosed with each 
dozen door closers, to Factory and the Demonstration Mount will 
be sent postpaid. Use it and Everedy Door Closers sell themselves. 
WRITE FOR CATALOG 
Prices Slightly Higher in Far West and Canada 
All Everedy Products are Nationally Advertised and Carried by 
Leading Jobbers. 


THE EVEREDY COMPANY 
Frederick Maryland 


Manufacturers. of Everedy Bottle Capper, Syphon Filter and Strainer 
Set. Endorsed by Millions of Users as the Standard. 
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No. 3793 

Combination 
Tumbler and 
Tooth Brush Holder 
Catalog No. 1 Page 35-A 





When customers ask you if R&S? Bath 
Room Fixtures will give lasting service—tell 
them WHY. 


Point out the fact that "seco Bath Room 
Fixtures are always made of SOLID BRASS 
and no one ever saw one of these fixtures that 
was rusted or corroded, because SOLID 
BRASS is absolutely rust-proof. 


We also manufacture Furniture Trimmings, 
Upholsterers’ Nails, Eyelets, Grommets and 
Washers. 


Send for Catalog and Price List. 











AMERICAN RING COMPANY 


Waterbury 


Connecticut 





Branch Offices: 
Boston—170 Summer St. New York—2 Hudson St. 
San Francisco—116 New Montgomery St. 
Chicago—29 E. Madison St. 
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WHAT PORTION 


OF THE DAILY PAPER 
GETS THE WIDEST 
READING 





XN 


Undeniably the sports section—organized recre- 
ation—everybody is interested. And each year we 
become more active participants. 


The boys that used to “skitter” stones on the ice 
pond are today demanding skooters, roller skates, 
and ball bats. Small sister must have her skooter 
and skates too. Father plays golf and tones up 
with a punching bag each morning. Mother plays 
tennis or golf. There’s a baseball league in the 
grammar school—and foot ball on every open 
space. Sporting goods of all types are in constant 
demand. Are you cashing in on this profitable 
business? 


HARDWARE AGE is behind you with suggestions 
for displaying and selling sporting goods. Watch 
for these articles. 


Hardware Age 


239 W. 39th Street, New York City 
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~ DIXON’S *? 
Rapwure sea 
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NOT SOLUBLE 
IN OILS OR 
7 No] AT Ts 


ITE SEAL 


14 COMMON USES 
in the average INDUSTRIAL PLANT 


Boiler Hand Hole and Manhole Plates 
Cylinder Head Joints of all types 
Oil Burning Equipment 
Pumps (Handling Non-aqueous Liquids) 
Gasoline Engines 
Diesel Engines 
Turbines and Generators 
Vacuum Pipe Lines, Joints, etc. 
Vapor Pipe Lines, Joints, etc. 
Air Pipe Lines, Joints, etc. 
Gas Pipe Lines, Joints, etc. 
Steam Pipe Lines, Joints, etc. 
(High pressure) 


iM O18 OR 
GASOLINE 





Mm etewes sure 


SiKon crucimt 
















EXCELS 11 WAYS! 


1—High Heat Resisting. It contains the same unsur 
passed Flake Graphite from which the famous Dixon 
Crucibles are made. 


2—Hardens Quickly and sets as an inert mass in cold 
or moderate temperatures. 

3—Expands instead of shrinking when subjected to 
higher temperatures and permanently remains in an 
expanded state assuring tight, leakless joints for 
years. 


4—Cannot Be Dislodged by high pressures, suction and 
vibration will not readily loosen. 


5—Screw Thread Joints are permitted to be pulled up 
tight due to the excellent lubricating qualities of 
the graphite. 


6—Old or New Joints are held tight notwithstanding 
uneven, battered or worn threads. 


7—Contains No Acids or anything of a contaminating, 
poisonous or objectionable odorous nature. 


8—Will Not Flavor the solutions conveyed. 
9—Will Not Discolor the solutions conveyed. 


10—Simply Thin with Water. Contains no oil, grease, 
or acid. 


11—Does Not Ferment. Easy to keep without spoilage 


Write for Circular No. 40-DS and Dealer Prices and Discounts 


JOSEPH DIXON CRUCIBLE COMPANY 


Jersey City XO 


Est. 1827 


New Jersey 
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Both laboratory and simulated wind load tests have conclusively proven 


Sweet's Steel Posts the strongest sections on the market. 


thousands of these posts are now 


je lthetelace limes 
being used for fence, signs and other 


purposes in all parts of the country and they are rendering universally satisfactory service. 


Why not sell Sweet’s Steel Posts to your customers? Write for dealer proposition and samples today. 


SWEET’S STEEL COMPANY : WILLIAMSPORT, PENNA. 
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] Just Tacks and Small Nails 


After purchasing small items such 
as tacks and small nails, folks are 
inclined to forget where they got 
them. 





But the full weight, good quality 
of Atlas tacks, always impresses 
them favorably. 


And to he'p them remember where 
they got 


ATLAS 


Tacks and Small Nails 


we print this reminder on every 
package—““When you get a good 
thing, remember where you got it.” 


It helps, at least customers always 
remember the quality of Atlas 
tacks, as well as the store where 
they bought them. 


ATLAS TACK CORPORATION 


Fairhaven, Mass., and St. Louis, Mo. 
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Wood Screws 
Drive Screws 
Ceach Screws 
Machine Screws 
Set Serews 
Cap Screws 


Saw Screws 
Thumb Screws 
Hand Rail Screws 


Special Automatic Screw 
Machine Products 


Stove Bolts 

Tire Bolts 
Agricultural Bolts 
Sink Bolts 

Hanger Bolts 
Machine Screw Nuts 
Steve and Tire Bolt Nuts 
Semi-Finished Nuts 
Castellated Nuts 
S.A.E. Nuts 

Jack Chain 
Plumber's Chain 
Register Chain 
Safety Chain 
Furnace Chain 
Ladder Chain 

Sash Chain 


Escutcheon Pins 








NN seen 





Speedometers 


The CORBIN SCREW CORPORATION 


The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 


Warehouses—New York, Chicago, Philadelphia 
Western Factory—Dayton, Ohio 























Now 


more than 
ever before 


it is essential that you study 
your market reports care- 
fully and consistently. 
Every important price 
change in the trade is re- 
corded in these columns 
weekly. 


The MARKET REPORTS 
as found in HARDWARE 
AGE are the most authen- 
tic published. 


Use them as a_ buying 
guide. 


(ety 


Hardware Age 


239 W. 39th Street, New York City 
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More than a Good Grinder— | \ 
A Very Fast Seller Ee 


The 
PIKE [ay 

HANDY 8&7 
ANDY 
Tool 


Grinder 









There seems to be no “speed limit” to the | 
sale of this handy home tool grinder. It’s 
selling faster than ever—making new 
friends every day. — 


Customers are attracted by its Genuine 
Auto Body Enamel Finish. They turn 
the handle and marvel at its smooth oper- 
ation, due to its accurately machine-cut 
helical gears. They sharpen a knife or 
two and are delighted with the keen cut- 
ting edge. That’s because the grinding 
wheel is a product of the electric furnace 
and cuts cool and fast. 


And when you tell customers the LOW 
price and point to the maker’s name you 
clinch the sale. 


If your Jobber cannot supply you—write 
to us. . 






Pike Manufacturing Co. 
Pike, New Hampshire, U. S. A. 
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PIKE 






































and PERMANENCE of 
modern construction are 
exemplified in Grand Rapids 
All-Steel Sash Pullevs —~ 


Strength and permanence are as characteristic of Grand Rapids 
Hardware Pulleys as they are of modern skyscraper construc- 
tion. 


Experience has definitely proved that they will stand more wear 
than will occur in the average life of a building. 


Their All-Steel Construction eliminates breakage—replacement 
—waste. : 


They are guaranteed to carry any weight that can be suspended 
by a sash cord or chain. 


Guaranteed to be perfectly uniform—to always fit the mortise. 
More than 20 models to choose from—Ball Bearing, Cone Bear- 
ing and Axle Bearing types. 


Sold at the price of ordinary pulleys by leading jobbers every- 
where. 


GRAND RAPIDS HARDWARE Co.” 


558 Eleventh St., Grand Rapids, Michigan 


GRAND RAPIDS 


HARDWARE COM PANY 


ALL ~ STERE® 


SASH PULLEYS 
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Screws 


Rivets 
Roofing Nails 
Scratch Brush Wire 



















THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


Representatives: 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
George E. Quigley, Detroit 
G. M. Baird & Co., Memphis, Tenn. 

















No. 201 Night Latch oO 


Dealers can now get immediate delivery 
of this popular night latch from all of 
our factory branches. 


@)INDEPENDENTIOCKCO,@®> 


FITCHBURG, MASS., U. S. A. 
183 West Lake Street 23 Warren Street 2109 Cass Ave. 
Chicago, Ill New York City Detroit, Mich. 


523 Commerce Street 121 2nd Street 406 Wall Street 
Philadelphia, Pa. San Francisco, Cal. Los Angeles, Cal. 


414 No. Gay 8t., Baltimore, Md. 


























Hardware 


Cloth 


Superior Brand 
Hardware Cloth 
has gained a repu- 
tation for quality 
hecause every roll 


is made from 
stdndard size 
i 














smooth round 
wires carefully 
woven and _ there- 
fore free from 
bags or bulges, 
and with straight 
selvage. Heavily 
galvanized. 











iriveses 











G. F. Wright 
Steel & Wire Co. 


Worcester 
Mass. 




















Better Things 
Are Just Ahead 


for the dealer who makes his show windows 
attract customers by the use of the right ma- 
terial. 


The manufacturers who advertise in Hard- 
ware Age will be glad to supply the needed 
material, and each issue of Hardware Age 
will furnish you with examples of effective 
window displays that have proven successful — 
for other stores. 


Hardware Age, 


239 West 39th St., New York City 
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HOT ERGIBSON 
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Royal Hospitality in the Queen City 
Cue s Most Distinguished Hotel, The Gibson, 
where genuine Hospitality has become a tradition, 
lends aaa charm to the pleasure of meeting friends 
or carrying on business when in the Queen City. 


Spacious meeting rooms, exceptional sample rooms. 
Restaurant accommodations meet with the approval 
of the most discriminating. Write for particulars. 


1000 Rooms, Each With Bath, $3.00 and Up 


CINCINNATI, OHIO 


Make Reservations, or Send for Booklet — 


019 Flatiron cn Fo 1 xo8 Leos B, OnE. 416 University St., 
NEW 3 YORK S Cc SEATTLE, WASH. 





yay 1019. 681 Market St., 
Chae ae CINCINNA TL O. a a CAL. 
428, 510 West 6th St., Fox Bldg., 
LOS ANGELES, CAL. PHILADELPHLN, PA. 





POULTRYeNETTING 
Galvanized ‘in 


LILIA L EL LL 
Cg rt a 
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Look for the tag, carrying our name, at the end of every roll! 


| The Gilbert & Bennett Mfg. Co. 


Established 1818—America’s Olden Woven Wire Pactory 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


Mew York City Georgetown, Conn Chicage Kansan Cog 














Bommaer 
Spring _ © Hinges 


re) fr eee 





are 
the best 


are jo| |= 
the best | o 


Millions 
and Millions 


efPeople are Pushing 


Them 


whenever they open a deor 
Follow the line of least resistance 


Bomamer aiways 


They are the best 
Bommer Spring Hinge Co., Brooklyn, N. Y. 




















































Catching the Eye of the 
Passerby 


“Goods well displayed are half 
sold.’’ To this precept we add 
another—‘‘An effective display card 
clinches the sale.” 
But what about your 
display cards? Do 
they catch the eye 
of the passer- 
by and awaken 
a desire to 
poesess the 
thing foa- 
tured? They 
should — they 
can! With the 
Btenellor you 
prepare your 
own display 
or stream- 
ers and are as- 
sured of eryye 
lettered, - 
fectly aligned 
jobs. No fuss 
—no bother—even the beginner’s work bears the stamp of the vou 
The Stencilor provides you with reruns needed—all in a 
compact case that has become STANDARD EQUIPMENT WITH CHA 
STORES AND OTHERS. Display your stock with Price Tick Show 
Cards and Signs made up-to-the-minute with the Stencilor. For alled 
information and prices write 


DISPLAY MATERIAL CO. 
774 Grand Avenue, St. Paul, Minnesota 


mum Attach this coupon to your firm letterh 
Send to your nearest office— 
DISPLAY MATERIAL CO., 774 Grand Ave., St. Paul, Mina. 
Eastern Agents, Display Material Co., 191 Pearl S%., 
New York, N. Y. 
Canadian Agents, Display Card Co., Ltd., 11 Inkerman St., 
Toronto, Ont. 
Central States Agents, Stencillor Sales & Supply Co., 361 
W. Ontario St., Chicago, Ill. 

Please send me without obligation a copy of your book, 
‘How to Make Signs.’’ 
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For 
Spring Profit 


SELL 


DIAMOND 
Pitching Shoes 


display and free 
booklets will in- 
terest customers. 


Diamond Horseshoes are made 
with straight or curved toe calk, 
regular or dead falling type. 
Also junior style. Conform ex- 
actly to requirements of National 


Colored Display Rack 
Free to Dealers 





















DIAMOND Official Pitching 
Horseshoes—<drop forged, heat 
treated, perfectly balanced—are 
in great demand among the tour- Horseshoe Pitchers’ Association. 
ist trade. Highly colored counter Write for complete information. 


DIAMOND CALK HORSESHOE CO. 4622 Grand Ave., Duluth, Minn. 


Allith 


ROLLING LADDERS. 


like Allith hangers—are always 
on the track. They speed up sales 
by reducing the time needed for 
each sale. They are attractive, 
durable, roll quietly and run free- 
ly. Your post card will bring 
prices and information by first 
mail. 


ALLITH-PROUTY COMPANY 
DANVILLE, ILLINOIS 




























CONSTRUCTION 


| the new SNELL Construction Bit 


Fit a Snell into the machine for that bit of 
tough wood work. Snell Bits are designed for 
heavy duty—stiffer—stronger. 

Write today for catalog. 





iT 


SNELL MANUFACTURING COMPANY 
Fiskdale, Mass. 


Representatives: John H. Graham & Co., 
113 Chambers St., New York City. 


ARMSTRONG BROS. 
Line of Better Pipe Tools 














ACH is an improved tool so designed 

and made as to embody the best 

features of its type and yet be free 
from the weaknesses which exhaustive 
tests have exposed in other makes. 


The Open Side Vise is quick in action, 
convenient in operation and strongly 
built. The body is of Certified Malleable 
Iron, the jaws tool steel, milled, treated, 
tempered and tested. 











Write for Catalog P-10 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 
314 N. Francisco Ave. Chicago, U. S. A. 








Two Good Can Openers 


Our No. 200 at left has a double 
notch cap lifter in handle for 
opening glass jars with vacuum 
caps. Our No. 100 at right has 
sharp point which pierces can 
easily and a hardened and tem- 
pered blade which cuts without 
tearing. Both have corkscrews. 


Please order from our 

Sales Representative 
John H. Graham & Co., Inc. 
113 Chambers St. New York City 


‘The: =-YOOS> Co. 





161 Porter St., New Haven, Conn. 


HOLD EVERYTHING 
Greene Tweed Catalog ii 


Is on the Press . 


BETTER HARDWARE 
IN 
BRASS and BRONZE 
FROM 


GREENE TWEED CORP. 
9 LIBERTY STREET, NEWARK, N. J. 

















CONFIDENCE 


No wrench can survive for 
ninety years unless it has the 
confidence of the buying pub- 





lic. The COES Wrench still 
holds this confidence. 
Keep stocked 


BEMIS & CALL CO., Springfield, Mass. 














Known and Trusted 
for their unfailing 
aCCUraACyY — 

IBS 


DROWN & SHARPE 
CTY) 


“World's Standard of 


fecuracy”™ 
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A NEW 
Live 
Seller 


He is a proven fast seller 
and money maker among the 
furniture and cabinet trade, also 
manual training schools. It has 
instant appeal—low selling price 
—generous margin—all year turn- 
over. 

Stearns Improved “I” Bar Car- 
penter’s Clamp is not notched, 
meaning full strength. Special cam 
locking device assembled with slide. 
Has teeth formed at point of con- 
tact with bar. Holding power in- 
creases with pressure on slide, mak- 
ing a sure locking device. Fittings 
of malleable iron. Metal or wood 





~-(CHICAGO)— 


SPRING HINGES 


66 © 
The ‘Premier 
Ball- bai alee aoescel Tension 


93 


Type 4001 
Quality with Economy 


Sell your customer a Quality Hinge without 
increased cost. 
Contractors save the difference in price of the 





handles. 


See your jobber, or write direct. 


E. C. STEARNS & CO. 
SYRACUSE, N. Y. 


Sales Representatives 


% a2 Voorhees & Co., 417 Market St., San Francisco. 
s A. Troy and Son, 200 Varick ‘st, New York. 
A. H. Pees & Oo., 707 4th National Bank Bldg. ., Atlanta, Ga. 
—-_ Agency Company, 76 Batterymarch, Boston, Mass. 


at “Hercules” 


Improved 


“T”’ Bar Carpenter's Clamp 


Premier Spring Pivot-Hinge through economy 
in application. The single rectangular mortise 
cut at the corner of the door can be made quickly 
and accurately without extra fitting. 


Dealers who sell Chicago Premier Spring 
Pivot-Hinges satisfy their customers and pave 
the way for increased sales and future profits. 


Chicago Spring Hinge Company, 


CHICAGO NEW YORK 

















EDIE BED AGING 


Men Use It 
—because they like it 


MEX like the quick, easy application 
with a hammer as the only tool. 


They like the smoothness of this—the strongest flexi- 

ble joint on earth. They like its ready adaptability 

to any type of service. The cost is trifling compared 

to the extra protection it gives the belt ends. ‘Never 

“a lets go.’’ Common sense tells them that the sec- 

= tional steel rocker hinge pin will outlast any 

— _iiiinR Mzeee. Other type of pin. Year after- year sees larger 

°S quantities of all eleven cizes in use. 

Stock it in suitable sizes. 
See your jobber’s catalogue. 


FLEXIBLE STEEL LACING CO. 


4616 Lexington Street 
In England at 135 Finsbury Pavement, 


Chicago, U. S. A. 
. Bb. O. 2. j 








T here IS 


Something New 
in Hardware 
Retailing . 

It’s the new 


HELLER 
Merchandise 
Cabinet 


Many enthusiastic reports 
are coming in from hard- 
ware dealers who have 
already installed this new 
style wall cabinet. It has 
been called the greatest 
improvement in hardware 
retailing in a decade. It 
embodies all the _ best 
principles of good selling. The ledge contains your stock of low- 
priced articles to attract the customer—and then on the cabinet 
doors, just on the level with the eye—he sees similar articles in 
the higher price-range. The appeal is irresistible—the customer 
purchases the high-priced articles—he is better satisfied, and the 
dealer realizes a greater profit. 


Let us explain this new Merchandise Cabinet in detail. 
Don’t lose valuable time by — it off. Send the coupon 


HELLER 


Business Building Store Equipment 
W. C. HELLER & CO. 


70@ Bryant Street, Montpeller, 
to 


W. C. Heller & Co. 70-A 
Montpelier, Ohio. 

I want to know all about the 
new Heller Merchandise Cabinet. 
I understand this does not oblil- 
gate me in any way. My name 
and address appear in the mar- 
ae Write neme and address in margin below 
o- “ae 


New York Office, 20 Vesey 8t., 
Suite 500 
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No. 232, % in. 
: : No. 233, 1 In. 
No. 234, 1% in. Special Washer 


SLOTTED SCREW TIPS 


This slotted screw Tip has been made principally to satisfy a demand for a 
cheaper grade of Tip. A Special Washer has been constructed so as to pre- 
vent the rubber head from pulling off. Write for full information. 


ELASTIC TIP CO. 370 Atlantic Ave., Boston, Mass. 











Granite Banks Removable Steel Clothes Posts 


9 will make Wash Day easier for the 
Cutters housewife—a big seller at leading 


Hardware and Department stores. 

Tools and The “Ace of Clubs Shaped Top” 
. our Trade Mark is  Parkerized 

Supplies making it absolutely rust-proof— 


If your dealer or jobber can’t sup- 
Comp lete catalog on request ply—write for descriptive folder. 


TROW & HOLDEN CO. BANKS STEEL POST CO., 


128 Wakeman Ave., Newark, N. ib 
Barre, Vermont Also Manufacturers of Removable Look tee. the anal soaks 














Flag Poles eur Trade Ma 
An orderly kept Forged steel sll | 
a fine adjustment— 
positive lock — 


GREEN’S Starrett quality— 


Improved 


STOCK. BOXES that’s what they 


Starrett 


Will improve the appearance and efficiency of your store No. 92 want. 
at small cost. Sizes to fit your present fixtures. Dividers 


Write for illustrated price list 


THE GREEN COMPANY 
250 W. 57th St. New York, N. Y. 








For 78 ‘URP) Standard of Excellence the World Over 


SLOYD 
and 


Manual Training 
KNIVES 


ROLLER SKATES 
are GUARANTEED 


“SPEED KINGS” are furnished 
with STEEL TREAD or SILENT 
BALLOON TYPE RUBBER 
TIRES. Our extension feature is 
“oR ~ tending from 6%" te 11", which 
Six sizes to meet all requirements. Stock up and keep your stock up! Soe aera A oi 
Schools and manual training ates win be i the market soon. Supply means SMALLER INVESTMENT 
their demands R. MURPHY’S KNIVES. You will profit. Your in your roller skate stock—elimi- 
customers will Ry Gelighted with their purchase. Write for complete catalog. nating need of carrying juvenile sizes. ‘‘SPEED KING’’ extension 
range fits them all. Write for prices and information. 


R. MURPHY’S SONS CO., Ayer, Massachusetts KOHLER DIE & SPECIALTY CO., P. 0. Box KK 
DeKalb, Illinois. 
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KANTLINK 


SPRING LOCK WASHERS 
DONOTTANGLE DONOTRUST 


Made and sold under license 
by the Kantlink Manufacturers: 
The American Nut & Bolt Fastener Co. The Mansfield Lock Washer Co. 
Pittsburgh, Pennsylvania Mansfield, Ohio 
The National Lock Washer Co. 
Newark, New Jersey 
The Positive Lock Washer Co. The Reliance Manufacturing Co. 
Newark, New Jersey Massillon, Ohio 


PAY THEIR COST IN TIME SAVED~ SOMETIMES MORE 











Our Nation-Wide 


advertising is working 





for you. 





The dealers who can show our products will make 
the sales. Check up now on your stocks of 


IVER JOHNSON 


Revolvers, Single and Double Barrel Shot Guns, 
Bicycles, Velocipedes and Juniorcycles. 


IVER JOHNSON’S ARMS & CYCLE WORKS 
FITCHBURG, MASS. 


NEW YORK CHICAGO 
151 Chambers St. 108 W. Lake St. 


SAN FRANCISCO 
717 Market St. 















imp acks 


Sellon Sight! 
[heir Visible Screw, Stability, 
Workmanship & Duco Coloring 
Simplex Lever Jacks 


Create Sales Appeal 


lemp! leton. Kenly MOO seetbench Braces 
5 have been famous 


Chicago, It U.S.A for Years 










































A Very Attractive | 





Made of beechwood OAR 
with black non-rust- valle. BESSS 


ing wire and trans aT ih" ~S 
glass protectors. wnt 3 
— 








There is no possi- 
bility of the food 
being thrown out. 
First class work- 
manship. Has many 
strong ‘selling fea- 
tures. Send for 
catalog. 

















Segal advertisements in mag- 

azines will reach over 26 

million people. A lock must 

LJ “protect as well as orna- 

ment” is the sales story 

they tell. This powerful ad- 

vertising will send more 


people into your store for 
Segal locks and hardware 


for homes, apartments, 


full details. 





57 Ferris St., Brooklyn, N. 


SEGAL KEY CUTTER 


ow we itself in a few months. 
So simple any one can operate it, 

used by hundreds of Hardware Burglar-Proof 
Dealers with great success and 

profit. Jimmy-proof AL 

Se SB eee ee ee eee eee Locks 


fices, garages, factories, etc. 
Stock and display Segal 
products for greater profits. 
Write for free literature and 


Segal Lock & Hardware Co., sees ee 





Latches and 
Padlocks 















SAMSON CORDAGE WORKS 


BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX and SACHEM brands 


each the standard of quality forits particular use. 






There IS a Difference in Sash Cord’”’ 
OTHER BRAIDED CORDS: COTTON TWINES 


Send for catalogue, samples and selling information 











Satisfied 
Customers 


Profitable S 
Sales 











ussell Jennin ngs h Mfg. Co. 


Chester, 








USHIOn 
TIRE 



















MODERNIZE STORE METHODS 


" Teo provide adequate storage — for shelf stock—te 
make it and for clerks and stock men 
to handie with absolute safety—to insure quick service for 
wholesale or retail trade—install one or more 
MYERS NOISELESS CUSHION TIRE STORE LADDERS. 

Deep tread steps, full length hand grips, rubber tires, over- 
head track system, firm construction throughout, eliminate vibra- 


































tion and noise and produce a ladder of — oe 7 
safety, convenience and efficiency. One style only—nea 
design—attractively finished —any height — easily Installed — 
meets most requirements. Circular on request. 
mEFE MYERS & BRO.co. 
ASHLAND, OHIO. 
PUMPS-WATER SYSTEMS-HAY TOOLS - DOOR HANGERS 
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He’s Satisfied With His Profits 


(THERE'S always a smile of satisfac- 

tion when a merchant totals his 
sales for the year and finds his busi- 
ness on a good, sound, profit paying 
basis. 


He keeps abreast of the times and watches what other 
merchants are doing. He pays strict attention te his 


window displays and makes frequent changes to keep 
customers interested. 


He follows the weekly market prices in Hardware Age 
and buys advantageously. 


Such merchants often subscribe for extra copies of 
Hardware Age for their clerks. In short, they are sue- 
cessful because they study and adopt the ideas and 
suggestions that have built success for others. 


These merchants are usually readers of 


Hardware Age 


239 West 39th Street, New York, ee 
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lassif{ied Opportunities 








Classified Advertising Rates 


Opportunity Exchange Section i inch 





Use the “Classified Opportunities Section” 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 
BOXED DISPLAY RATES 


Each additional aot. 








to reach Hardware Manufacturers, 





Positions Wanted Advertisements 
50% off rates quoted 














Address your advertisements and replies to 











Average 10 words to a Sue 
Allow One Line for Keyed Address 


Samples of merchandise, literature, i etc., 
be addresse 








Set Solid, Minimum of 5 lines.. - ae Hardware Age, Classified Opper- 
Each additional line........... Y Di -—- Classified Ad pia tunities, 239 West 39th St., New 
All Capitals, Minimum of 5 lines.. 4.00 — a _— vertising York City 
Each additional line....... ‘ . £0 4 insertions, 10% — 8 insertions, 15% Harpwake Acm is published each Thursday. 
o 


Remittance Must Accompany Order 


uiring more than ordinary reforwarding postage should not 
to box numbers. 













Forms close Nine Days previous to date of 
publication. 



























BUSINESS OPPORTUNITIES 


MANUFACTURERS OF METAL GOODS with large plant, and 
facilities to manufacture various types of metal goods, desirous of enlarg- 
ing scope by buying out or merging with one or two established metal, 
toy, hardware or housefurnishing manufacturers. Must be in good stand- 
ing and have real line of merchandise. Give full particulars in confi- 
dence. Will exchange references. Address Box I-356, care of HARDWARE 
Acre, New York. 


















WONDERFUL OPPORTUNITY--FOR SALE—An old established 
hardware business, in the most progressive city in Western Nebraska, 
NORTH PLATTE, with a population of 14,000 and only two other hard 
ware stores. A good, clean stock, modern fixtures and will invoice about 


$18,000. Best location in the city. Owner forced to sell on account of 
poor health. If interested, act quickly. Address McNEEL HARDWARE 
CO., North Platte, Nebraska. 





FOR SALE—PROSPEROUS RETAIL HARDWARE BUSINESS in 
Northern New Jersey, inventory $30,000, will rent on long lease or sell 


building. Population 25,000. Five railroads and large industries with big 
Fabs An opportunity worth while. Address Box I-381, care of 
ARDWARE AGE, New York. 





OR SALE—NEW YORK CITY HARDWARE AND HOUSEFUR- 
NISHING Best colored section. Invoice $14,000. Good clean stock. 
Price $12,000. Long lease. Owner wants to retire. Address Box 1-363. 
care of Harpware Ace, New York. 





FOR SALE—AN EXCEPTIONAL CLEAN STOCK of hardware in a 
growing and industrial city. II] health of partner causing us to sacrifice 
our store and business. Address all communications to C. J. MILLER, 
426 Dickason St., Fremont, Ohio. 
FOR SALE—BROOKLYN HARDWARE AND SUPPLY STORE in 
mill and home section. Good clean stock. Established 75 years. Owner 
wishes to retire. Address 661 Manhattan Avenue, Brooklyn, N. Y. 


FOR SALE—RETAIL paneer BUSINESS. 
Good reasons for selling. E. N. POST, Blairstown, N 


POSITIONS WANTED 














Good opportunity. 











HELP SPECIALISTS 


FOR THE HARDWARE INDUSTRY IN NEW YORK 
STATE 


MALE AND FEMALE 


EVERY APPLICANT INVESTIGATED AND GUARANTEED 
FOR TEN TIMES THE WEEKLY SALARY INVOLVED 











ABBYE EMPLOYMENT AGENCY, INC. 


112 W. 42nd Street Bryant 7374-5-6 

















EXPERIENCED BUILDERS’ HARDWARE MAN familiar with plan 
and specification work with architects and contractors either on road for 
manufacturer or house position as manager and buyer. References fur- 
nished. Southern territory preferred. Address Box I-380, care of Harp- 
ware AcE, New York. 


I HAVE SEVERED MY CONNECTION with Schlage Lock Co., 
whom I have represented in Cleveland and northern Ohio with fifteen 
years’ experience in this territory. I am now open for position with manu- 
facturer of builders’ hardware or hardware specialties and tools. Address 
Box 1-251, care of Harpware Ace, 1362 Hanna Bldg., Cleveland, Ohio. 








SALES ACCOUNTS WANTED 






















SALES ORGANIZATION LOCATED IN 
NEW YORK CITY 


desires additional tool and specialty lines of reputable 
manufacturer to represent in metropolitan area and ex- 
port. Warehouse facilities for large stock. Address Box 
1-358, care of Hardware Age, New York. 







































SALES REPRESENTATIVES WANTED 











BRUSHES, BROOMS, MOPS and DUSTERS. We are established 
manufacturers since 1889. If you are a SALESMAN with a reputation, 
we have an attractive proposition for you. What territory do you cover 
and how often? We cater to the wholesale trades only with a very pro- 


gressive fast selling line.. Always something new to offer. Send us full 















particulars about yourself with references. H. HERTZBERG & SON, 
41-45 East 11th Street, New York. 

SALESMEN WANTED FOR LINE OF ASH CANS and tinware. 
Must have following in the housefurnishing, hardware and department 
store trade. Write line carried and territory covered. Commission. 

New York. 











Address Box I-386, 


WE NEED SEVERAL NEW REPRESENTATIVES calling on retail 
dealers to handle our line of hardware specialties on a 15 per cent commis- 


care of Harpware AGE, 












sion basis Preference given those men working small territories inten 
sively. Give all details in first letter. Address Box 1-387, care of 
Harpware Ace, New York. 















We desire side line salesmen calling on either 
to sell sole leather line of merit. Good 
State territory covered. 
Harpware AGE, 





WANTED SALESMEN. 
wholesale or retail hardwares trade 
opportunity for the right men. Commission basis. 
Reference required. Address Box 1-385, care of 
New York. 


























Manufacturer with established reputation wants salesmen calling regu 
larly on retail hardware dealers to handle highest quality sharpening stone 
assortment as side line on commission basis. Dealer makes 100% profit 
on small investment. The kind of goods that sell readily and repeat. 
Liberal commission. Carry one small sample. Address Box I-383, care of 
Harpware Ace, New York. 
















MANUFACTURER OF BUILDERS’ HARDWARE has opening for 
efficient representation in several territories where trade has already been 







established. In replying state lines now carried, houses represented and 
exact territory covered. Write Box 1-270, care of Harpware AcE, New 
York. 

















SALESMEN WANTED—Rope Salesmen wanted, 100% Pure Manila 
Rope 17c Ib. basis. Fast selling side line. 5% commission. UNITED 
FIBRE COMPANY, 62 South Street, New York City (Foot of Wall 
Street and East River). 

















HELP WANTED—Salesman calling on the Retail Hardware and Paint 
Stores to sell Rich Ladders as a side line on commission basis. RICH 
PUMP & LADDER CO., 1300 Harrison Ave., Cincinnati, Ohio. 












COMMISSION SALESMEN IN EACH STATE for manufacturer of 
nand tools and hardware specialties. Advise territory covered and houses 
represented. Address Box H-638, care of Harpware Ace, New York City 













COMMISSION SALESMAN IN EACH STATE to call on retail hard- 
ware, hand tools. well known, advise territory covered and house repre 
sented. Address Box I-375, care of Harpware Ace, New York. 
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A Mower for Every Customer— 


The man or woman who wants 
a high grade Lawn Mower is 
sure to find it if you carry the 
Granite State line. 


GRANITE STATE 
LAWN MOWERS 


have pleased customers for over half- 
a-century. 
Granite State Mowing Machine Co. 
HINSDALE, N. H., SINCE 1860 
See our Line in Hardware Age Catalog. 





POULTRY -SHEARS 


Best Quality. Makers of 
all kinds of high class 
Poultry Shears 

since 1905. Buy <& 


this famous 


Eagle 
Poultry Shear 


from the inventor. 


AUGUST BRECHER 
SOLINGEN 3, Germany 


Poultry-Shears with handles of Celluloid in 30 
different colors. Stainless-Shears, Gilded Shears. 





FORSTNER 
Labor Saving 


AUGER BIT 


Bores Any Arc 


of a Circle 


Many 


New aed 


- ae S Auger Bit, 
other bits, is guided 
circular rim instead of its 
consequently it will bore any 
a circle, and can be guided 
direction regardless of grain or 
leaving a true aes cies bigs 
the place of a chisel, 
lathe tool combined. or 
and delicate patterns, veneers, 


sca fancy scroll twist 
itn nollns and mortising. 
Send for Catalogue. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 


10c. set of 4 








Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 


CONTENTS 


Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 

Retail Hardware Stores in United States, Canada and 
Foreign Countries. 

Chain Hardware Stores in United States and Canada. 

5, 10, 25c. to $1.00 Syndicate Stores carrying hardware in 
the United States and Canada. 

Department Stores carrying hardware and housefurnish- 
ings in the United States. 

Manufacturers’ Agents in United States, Canada and 
Foreign Countries. 

Automobile Accessories Jobber 

— Steam, Mine and ae evil Supplies Dealers. 

rting Goods Distributors. 

ot 1 Order Houses handling hardware and housefurnishings. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Distributors. 

Radio Apparatus and Parts Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 


Hardware Age Verified List of Wholesalers and Retailers is ~ 34 
in direct-by-mail promotion work and also 





helpful guide for salesmen’s calls. EXvery manufacturer's =e 
manager should have one on his desk, and every salesman could 
profitably carry a copy in his grip. Since the previous issue was 
published there have been more than 10,000 additions and eor- 
rections, and these all appear in the current edition. 


Hardware Wholesalers and Manufacturers’ Agents find _— TAet 
of great value in “‘checking’’ their prospect records 


It really is 16 directories in one. 
Published annually, $15.00 postpaid 





ADDRESSING, MULTIGRAPHING, ETC. We have facili- 
ties for addressing envelopes, cards and broadsides from 

our list; and for multigraphing and filling-in form letters. 
Prices quoted upon application. 











Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 





Slide Softly, Silently, Smoothly. 


Save Furniture, Carpets, Floors. 


Look for name inside each slide. 


“The Perfect Furniture Footwear” 


DOMES -f SILENCE 


At your Dealer 


21 Pearl St. 
New York 
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Health Pressure Cooker. Made of thick 
cast aluminum in 10, 12, 18 and 25 
quart sizes. Each cooker is doubly tested 
and fully guaranteed. 
proof handles for convenience in lifting 
cooker. Cover easily lifted by means 


Just a few of our 
customers 


Blish, Mize & Silliman Hardware 
Co., Atchison, Kan. 
Clifton - Simpson 
Waco, Tex. 
Crocker & Ogden Co., Binghamton, 
mn. %. 


Hardware’ Co., 


The T. Eaton Co., Limited, Mon- 
treal, Canada. 

Farwell, Ozmun, Kirk & Co., St. 
Paul, Minn. 

Hall Hardware Co., 
Minn. 

A. J. Harwi Hardware Co., Atchi- 
son, Kan. 

Hunt & Mottet Co., Tacoma, Wash. 
-_— Walker Hardware Co., Peoria, 


Minneapolis, 


Marshall-Wells Co., Duluth, Minn. 


Paxton & Gallagher Co., Omaha, 
Neb. 
Schwabacher Hardware Co., Seattle, 
Wash. 


Simmons Hardware Co., St. Louis, 
and Branches. 

G. Sommers & Co., St. Paul, Minn. 
Supplee Biddle Hardware Co., Phila- 
delphia, Pa. 

Townley Metal & Hdw. Co., Kansas 
City, Mo. 

Van Camp Hardware & Iron Co., 
Indianapolis, Ind. 


k A. Williams & Co., Pittsburgh, 
a. 

Witte Hardware Co., St. Louis, Mo. 
Wright & Wilhelmy Co., Omaha, 


Neb. 


Two wooden heat 


two wooden knobs. Approved by 


Good Housekeeping Institute. 





Gradually - - good buyers are 
turning to “Health” Appliances 


Four years ago this Com- 
pany, like hundreds of other 
American institutions, started 
in a very small way in the man- 
ufacturing business. 


Its first products were alum- 
inum cooking utensils. Later 
on, the Health Pressure Cook- 
ers, Health Aluminum Com- 
bination (illustrated below) 
and Health Automatic Elec- 


tric Pressure Cookers were 


added. 
Gradually — good buyers 


listened, compared our mer- 
merchandise and prices, and 
gave us some business. 


Some of these good buyers 
are listed herewith. They rep- 
resent houses of repute and 
character, to whom we are very 
grateful. 


| Hh nil 


Health Aluminum Combination Cooker. 
Cooks complete meal at one time over 


one burner. Oval design for roasts or 
fowl. Upper compartment for three dif- 
ferent foods or vegetables. Made of thick 
cast aluminum. Covers needs of half 
dozen utensils. Approved by Good 
Housekeeping Institute. 





The great growth of Amer- 
ican business has been due to 
the willingness of buyers to 
help the small manufacturer to 
a Start. 


We have tried to protect the 
hardware dealer and jobber. 
All buyers, retail or jobbing, 
understand what today’s com- 
petitive conditions mean, and 
the great difficulties of main- 
taining uniform policies. 

A reading of the good 
buyers quoted herewith, 
should indicate to the thou- 
sands of retailers and jobbers 
who as yet do not know 
Health Appliances, that we 
have a story worthwhile to 
them. 

We would appreciate an in- 
quiry and an opportunity to 
talk to you. 


The National Aluminum Mfg. Co. 


Peoria, Illinois 








Health Aluminum Appliances are made 
of pure cast aluminum in our own plant 
by skilled workmen. We guarantee them 
to be free from any mechanical defects, 
and correct in workmanship. 

An inquiry will give you an opportunity 
to compare our prices and merchandise. 
After you have had an opportunity to 
compare our merchandise you may wish 
to handle the health line exclusively. 






















HARDWARE AGE for MAY 16, 1929 
































“That Merkes tt DECEMBER Instead of JUNE” 





Dealers handling TUDOR PLATE 
- will receive through1929 the strong 
additional support of a thorough- 
going advertising campaign in that 
remarkable magazine TRUE STORY. 


9 J O O O J O O O Well over two million homes-nine 


million people-welcome.this mag- 


MORE PEOPLE _ zicever month. 


Quick- moving advertisements in 


are now reading about the manner of TRUE STORY itself 

















—conversational heads, conversa- 


tional copy, photographic illustra- 
tions from real life-culminate in a 


coupon which brings the reader a 


~ : — : a TUDOR PLATE booklet, and you 
a TUDOR PLATE prospect. 





Are you stocked and set to benefit by the increased business this will mean ? 


C uitie Cornunity Studios . Oslin, M. F<4 
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